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OUR customer may take the window screen cloth you give him and ask no 7( ABER 
questions. Nay; 
But if you wish to send him away feeling that he wants to come back, show him QA cue fH 
the Galvanoid Label on the roll. Tell him that one organization mines the ore, R 

makes the steel, draws the wire, weaves the cloth, applies a heavy coat of pure 


zine after weaving, and then bakes on an additional protective coat of varnish. These tage are 
Your customer will be glad to know he is getting Galvanoid, and not just screen seer — 
cloth. His satisfaction will ring your cash register many times. | y+ I ge get- 
Standardize on Wickwire Spencer wire products—leaders in every line. tin genuine 
Galwanoid or 
AMERICAN WIRE FABRICS CORPORATION Amertcan 

Bronze. 


Subsidiary of 
WICKWIRE SPENCER STEEL COMPANY 


General Offices Western Sales Office: 
41 East Forty-second St., New York 208 South La Salle St., Chicago 
Worcester San Francisco Buffalo Los Angeles Cleveland Seattle Detroit 











Advertising Index, Page 126 it Editorial Index, Page 45 
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deliveries is a 


profit making policy 


While merchants recognize the advantage 
of speedy delivery to customers, it is not 
always wise to carry in stock items seldom 
sold. On the faster moving items, turnover 
of capital depends upon fast reliable service 


from manufacturers’ stocks. 


Greenfield—New Y ork—Chicago— 
Detroit 


That all buyers of @GTD tools may be 
speedily served—particularly when unusual 
items are wanted in a hurry by important cus- 
fomers—complete stocks are carried at our 
warehouses in New York, Chicago and 
Detroit. 


Freight vs. Express or Parcel Post 


Rates—the most economical rates for 
GTD customers is 4 matter that receives 
close attention from our Traffic Department. 
Routing is planned to combine the service 


required with low shipping cost. 


Consolidated Shipments 


Many worth-while savings are secured by 
hardware buyers in consolidating shipments, 
Has it occurred to you that you, too, may re- 
duce your cost of merchandise by concentrat- 
ing purchases of screw plates, taps, dies, 
teamers, drills and pipe tools from one re- 
liable source—The Greenfield Tap & Die 
Corporation? 

One order, one Invoice, one freight bill, 
one cartage and one handling charge means 
not only economy, but better service, faster 
turnover and more net profit. 


Come to Headquarters 

“Come to Headquarters’’ is not intended 
to be a boastful assumption of unmerited su- 
periority. These words are repeated in our 
advertising as an invitation to all small tool 
distributors to establish their small tool buy- 
ing on an economical basis with a manufac- 
turer who stands for maintenance of quality 
and cooperation with the trade as its two 
Principal corner-stones. 
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; Greenfield Tap & Die Corp. 

: Greenfield, Mass. 
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; Please send me a copy of your catalog 

& No. 49. 
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H. Age, Nov. 25 











GREENFIELD, 
York—15 Warren Street Chicago—13 So. Clinton St. 
Detroit—224-226 W. Congress St. 
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A. F. SLAWSON 
“The Hardware Man” 
De Soto, Mo. 


MY FIRST CUSTOMER 
BOUGHT A DISSTON 


“On September 1, 1885, I opened 
my hardware store,” writes William 
Sadler, 1426 Columbia Ave., Phila- 
delphia. 

“One of the carpenters fitting up 
the store wanted to be my first cus- 
tomer—so he bought a Disston D-8 
Saw. For 41 years I have stocked 
your products, and I have little 
trouble making a sale when my cus- 
tomer wants something good.” 

Mr. Sadler was an early applicant 
for membership in the Disston 25- 
Year Club. 

“This business was started in 1874 
by my father, Nathan Slawson. We 
have sold Disston Saws continuous- 
ly for over 50 years,” writes another 
member,—A. F. Slawson, De Soto, 
Mo. 


Join the Disston 25-Year Club if 
your store has sold Disston Saws 
for 25 years or longer. 


HOW ARE YOUR 


HACK SAW SALES? 


It is the “repeat” business that 
counts in selling hack saw blades. 

Sell blades that bring your cus- 
tomers back—Disston Hack Saw 
Blades. 

Seventy years of experience de- 
veloped Disston Hack Saw Steel 
....harder, tougher, stronger. 

Disston designed a special angle 
for the teeth that makes work 
easier, Every third tooth was made 
a “cleaner” tooth to carry out the 
metal chips. Teeth are set at a spe- 
cial angle to give better clearance. 

These features mean fast, easy 
cutting in the hands of your cus- 
tomers. They will come back to the 
store that sold them “Disstons.” 





Offer Your 
Customers the Best 
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A NEW “SAW-ERA” 
IS HERE 


The alert hardware man is today 
increasing his saw business. He 
knows there is a strong trend to- 
ward Disston Lightweight (Ship 
Pattern) Saws on the part of both 
carpenter and householder. 

His stock is ready for this de- 
mand. And he is creating sales by 
showing these models—by display- 
ing them in window and store. 

Get your stock in shape to supply 
this new demand. 

You can get practically any Diss- 
ton Saw in the Lightweight pat- 
terns. 

Ask your jobber to send you Ship 
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7 








kl Whais ee as Fi 


mm Yi ) Liclat ry 





Pres 








GET THIS TRIM 


TO SELL MORE SAWS 


Send for this window trim which 
Disston has just produced. Follow 
its simple instructions and your saw 
sales will increase. 


Because this trim does a job that 
has long been neglected—it educates 
people about saws and their uses. 


The trim shows hand saws (cross- 
cut and rip); back saws, hack saws, 
coping saws, compass saws, etc. 


It invites people into your store 
for a free Chart explaining the many 
uses for these saws. Disston fur- 
nishes all the Charts you need. Get 
them in circulation in your neigh- 
borhood and they will boost your 
sales. 


Write for the trim today. 





MAKE A CHRISTMAS SPECIAL 
OF THIS REGULAR STOCK ITEM 


Do a good gift business during 
the coming holiday season. 


And what better could you ask as 
a leader than the Disston American 
Boy Saw. 


Look at the advantages it has: 


First: It is a regular year-’round 
seller. You run no risk of carrying 
over unsalable goods. 


Second: It is a real tool,—not a 
gimcrack that will last a boy but a 
month. 


Remember! Christmas shoppers 
have few definite ideas. They are 
constantly looking for suggestions. 


Put the American Boy Saw in 
your window, in its individual box, 
with a sprig of holly atop. Display 
the price. 


Show it in your store, too. Sug- 
gest it to shoppers. 


“What will I get for the boy?” 
is generally hard to decide. This 
Disston boy’s saw answers the ques- 
tion. 


Check up your stock of American 


to care for extra holiday sales. 





AMERICAN BOY SAW 

Made in 
only: 
points—either 
or skew-back 


Boy Saws. Order from your jobber gy individual 


aw, 
box. 


one size 
20-inch blade, 9 
straight 
attern. 

with a Disston 


Tool and File Box in eac 


Published by HENRY DISSTON & SONS, INC., Makers of ‘The Saw Most Carpenters Use,’”” PHILADELPHIA, U. S. A 
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Good Luck 
Garden Hose 





Lots of garden hose is handled by women and 
children. GOOD LUCK is a quick selling hose 
for general use around house and garden be- 
cause it is light, strong and moderate in price. 


Boston Woven Hose 


& Rubber Co. 


Makers of Quality Rubber 
Good for Fifty Years 


Works: 
Cambridge, Massachusetts 


Postal Address : 
Box 5077, Boston, Mass. 
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Growth of SAND’S Type“ Solid Set” Level 


1910 1915 19Z0 1926 
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In 1910. at least In 1926, 75% of all 
7 , levels demanded 
0 9% of all levels are Sand’s Type 
| were the adjustable of factory built in 
type. accuracy “Solid 
Set” Levels. 








Julius Sand Sr. changed the whole trend 
of level buying with the first Sand’s 
Type of “Solid Set’ non adjustable level 


For 50 years, practically all levels were of the adjustable 
type. Then, in 1895, Julius Sand invented the Sand’s type 
of “solid-set,’”’ non-adjustable levels, and the whole trend of 
buying changed. 

Absolute accuracy in levels and plumbs became a possi- 
bility. The whole function of a level was absolute accuracy 
in all forms of constructive work. Factory “built-in” ac- 
curacy, standardized and inspected to the last possibility, 
turned out levels and plumbs that created a new standard. 





Sand’s introduced the clear vision and protected vials. Loss 
from breakage was practically eliminated. The old half- 
moon type gave no vision—the Sand type gave full vision 
from all angles. 

Today Sand’s Levels are handled by hundreds of good 
distributors and by thousands of good hardware stores. The 
vermilion or bright red finish and the Sand’s trade-mark 
are the dealer’s and conspmer’s guarantee. Overnight service 
can be obtained from any distributor and the Sand’s plan 
provides the same determined and satisfactory profit to 
every retail store. 

Every detail of the product itself represents the very best. 
Every piece of California sugar pine is rigidly selected and 
inspected. Inspection follows inspection to insure Sand’s 
absolute factory “built-in” accuracy. 

Any retailer, visiting or touring Detroit, is cordially in- 
vited to visit the Sand’s plant. It will be an eye-opener in 
the details of level making. In the meantime, write for 
catalog. 


Sands Levels, Plumbs & Toals 


Sands Levels Tell the Truth. 


Sand’s Level and Tool Co. 


8629-37 Gratiot Ave., Detroit, Mich. 


Sand’s sole distributors of Stevens line levels! 
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STANLEY MERCHANDISING HINTS 
W ee No. 30 
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1. High finish—special paint, and hard 


varnish. 


2. Direction arrows enable the user to 
A Felts Maslt-te-1.4-1-Muatl-tima-t-lellile B 


x. Concealed joints give a clean, fine 


appearance. 


4. Strike plates prevent wearing of 
figures and graduations when 
rey eX -aliale M- Tale Met (e)-dlale Mm asl-Ma tit -e 


5. Joints, tips, and strike plates are of 
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TANLEY Zig-Zag Rules are 

made of. the finest materials, 
and are manufactured with the 
utmost care. | 








That is why they are so durable 
and accurate. 





Artisans appreciate these facts 
because it means a more reliable 
tool on the job. 






((\ Gis y 
\ THE STANLEY RULE AND LEVEL PLANT 
NEW BRITAIN, CONNECTICUT 
y . New York Chicago San Francisco Los Angeles Seattle 








Stanley Zig-Zag Rule No. 106 
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Stanley makes a complete line of 





woodworking tools in keeping with the 
high quality of Stanley Planes. 


SELL THE LINE 


This trade-mark is a means of identification 
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Indiana Steel &Wire Co. 


Representative Jobber Retailer 


Jobbers in 88 Cities Stock It 


Prompt Shipments 
Speedy Deliveries 
Low Sreight Costs 


U. §. Poultry Fence is sold ONLY through the regular wholesale and retail channels--- 
never through catalog or mail order houses. Representative jobbers in 83 cities stock it. Their 
strategic location in the principal distributing centers of the country insures prompt service to 
the dealer at all times. These jobbers carry adequate stocks to meet all normal demands. This 
means speedy deliveries and reduced freight costs. Back of these jobbers’ stocks are our own 
enormous factory stocks ready for quick shipment. 





Thousands of ‘other dealers from Maine to California 
are selling U. S. Poultry Fence only. They find it 
easier to stock, easier to sell and easier to handle and 


The constantly increasing demand for U. S. Poultry 
Fence is not a matter of chance. It is substantially 
founded on the appreciation of consumer and dealer 


for this suverior netting. cut. They find too, that it builds permanent trade and 
“U.S. Poultry Fence is the best on the market... .my a profits--fhat one sale invariably leads to 


customers think the same,” writes a New England dealer. 





“Since we started handling U. S. Poultry Fence, we 
have handled no other,” writes a Marshall, Mo., firm. 


“T have handled nothing but U. S. Poultry Fence since 
I first had a chance to buy it....much easier to sell,” 
says an Ohio merchant. 


If you are one of the rapidly diminishing group 
not cashing in with U. §., decide now to investi- 
gate further the remarkable -sales possibilities of this 
remarkable netting. Ask the U. §. jobbers’ salesmen 
to tell you more about it or write us for samples and 
detailed information. 


This year specify U. §. Poultry Fence---not just ‘“‘poultry netting’’ 
Indiana Steel & Wire Company, Muncie, Indiana 


TN 
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“She Wetting That Stands@ 
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Now ready for immediate shipment the 


a new electrician’s bit of 
superior quality forged 
from special analysis steel 





if your trade demands maximum value, 
if a bit that is so carefully made that “it 
leads its own way through” appeals — 
show them the — RED ROVER 





Tested In Wood 


Every Snell Bit is tested by bor- 
ing in wood before shipping. All 
Snell bits bore easily and well. 


Snell Manufacturing Company, 


Sales Representatives: 
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Six superior 
points 


l-Screw 2-Spur 3-Cutting Edge 


4-Throat 5-Iwist 6-Finish 





Fiskdale, Mass., U.S. A. 


John H. Graham & Co., 113 Chambers St., N. Y. C. 


Snell Solid 
Center 


Snell Red 
Star 








SNELL MFG. CO., Fiskdale, Mass. 


Send me your catalog and description 
of your Red Rover electrician’s bit. 


Name 


Street 








City. State_ oe = 
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SIMONDS 


JIFFYSELLER’ ASSORTMENT 


Reduce Your 
Investment Yet 


Have Complete 
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eet Ee Sag y, Blades. a sales problem simplified and 
Trea, Pepper eenenere satisfied. 
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Teka .-» Simonds Hack Saw Assortment 
“in the convenient container 
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BY ; 
Ty Y Me 
‘ fy eF ¥‘ and the proper number of teeth—18, 24 and 
s : . poe 32—one gross in all. neat and compact. 
5 . 
‘ Your jobber can supply you. 


Tell him you want 
 JIFFYSELLER” Assortment 


Simonds high quality Hack Saws 


Simonds Saw and Steel Co. 


Established 1832 
FITCHBURG, MASS. 
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PEXTO 


‘CHISELS: 


It Pays to Sell Worth While Tools 





Pexto Chisels are worth while in every re- 
spect. They are forged steel, properly hardened 
and tempered, have the celebrated mirror finish 
and the handles fit the hand snugly. 


The Pexto Chisel line consists of over thirty 
styles with all practical sizes of each style, and 
all are fully guaranteed. 


Write for catalog showing our complete line 
of Mechanics’ Hand Tools. 


Worth While Tools 


THE PECK, STOW & WILCOX CO. 


SOUTHINGTON, CONN., U.S. A. 
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Do /uxe 
The J. R. Clark Company 


Minneapolis, Minn. 
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This Salesman Sells 


E clamors for attention in any store—He’s everlastingly inviting inspec- 





tion of his wares—He takes no time off for lunch—And he asks no salary! 
Household and automotive tools displayed in the striking Velchek way make 
them a sure profit line. Hundreds of dealers report vast inéreases in tool sales 
since installing the Velchek Board. This attractive display board appeals to the 
man who is “just looking ’round” and sells him tools. It invites inspection— 


suggests sales—and makes ’em! 


THE VLCHEK TOOL COMPANY 


3000 E. 87th Street, Cleveland, Ohio 
Foreign Dept. 53 Park Place, New York 












THE VLCHEK 
Too, CoMPANY 


‘The Velchek Board Agee 
SELLS TOOLS/ 


motive Self-Merchandising 


Name 
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Made From 
Full Gauge S| 
Open Hearth Steel f Snecma CN Nee ee 6 

















Practically all modern homes are screened when built or rebuilt. The 
screening of homes once considered a luxury is now considered a 
necessity. 


Most people used to figure that the cheaper painted brands were good 
enough. Now home owners see the economy in using the best and 
avoiding continual expense in repainting, repairing and renewals. 


One of the most durable and satisfactory brands of Screen Wire 
Cloth is GRAY-WICK which is made in its entirety by us from 
Open Hearth Steel produced in our own furnaces. The wire is 
drawn in our own mills. Every process in the manufacture of 


GRA Y-WICK 


is under our expert supervision. 


Only full gauge wire is used both lengthwise and crosswise. - Wher- 
ever sold and used it has given unfailing satisfaction. That is why 
customers buy the same brand when they require more wire cloth. 


GRAY-WICK is also attractive—its soft pleasing Gray color wins 
customers instantly. When unrolled it lies smooth and flat making 
it easy to cut and apply. It carries an extra heavy electro zinc coat- 
ing and is enamelled with a high grade transparent varnish which 
adds years to its life. You cannot sell a better steel wire cloth. 





Our Other Brands of Screen Cloth Gray-Wick 


Cortland Black Enameled ee 4 cost 
White Metal Finish a little 
Wickwire Premier more, 
Wickwire Bronze but— 
It is 
worth 
it. 


Your jobber will supply you 


12 Mesh, No. 33 gauge each way 

14 Mesh, No. 33 gauge each way 

16 Mesh, No. 33 gauge filler 
No. 34 gauge warp 

18 Mesh, No. 34 gauge each way 


1~MCORPOG ATES 1692 
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AN XMAS GIFT 
for Hunters 
Campers 
and 


The Boy 


A Handy Tool for 
the Automobile Kit 
and for 
General Household 
Use 





KELLY “KAMP AXE” ceneect 


A practical, serviceable, high grade tool 


TEMPER 












Rustless luster black finish 
14-inch Hickory handle 
stained walnut or forest 
oreen 


Genuine, high grade leather 


Sheath 


Kelly Axe & Tool Co. 
Charleston, W. Va., U. S. A. 
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SHERWIN- 


PAINTS VARNISHES 







EVERY genuine Sher- 
win-Williams product 
carries this famous*‘Cover 
the Earth” trade mark. 
Millions of home owners 
—great railroads, steam- ; 
ship lines and industrial “ we 

pi —from one end ese ge oe 
of the earth to the other— 
eave implicit faith in it 





Trade-Mark Registered 


LARGEST 





noiagiages 
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WILLIAMS 


LACQUERS - ENAMELS 


"8 turnover of six times a year-" 

"we require no other lines...because 
S-W is so thoroughly advertised and 
generally accepted." 


... extracts from a story of success 





Four years’ concentration on Sher- 
win-Williams more than doubled 
sales and brought a 3314 per cent 
gross profit to Graves-Humphreys, 
Inc., Roanoke, Virginia. 


Powerful, big-space national ad- 
vertising that ceaselessly pushes the 
whole line—dealer helps— unsur- 
passed technical and decorative 


services —coupled up to known 
quality at fair prices—these Sherwin- 
Williams features combine to make 
a proposition that well rewards the 
dealer’s effort. 


Can you afford to ignore the big 
money-making features of Sherwin- 
Williams? Hadn’t you better write 
for the particulars today? 


THE SHERWIN-WILLIAMS COMPANY, 402 Canal Road, Cleveland, Ohio 











A striking Sherwin-Williams window display at the store of 
Graves-Humphreys, Inc., Roanoke, Virginia 


THE WORLD 
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It’s no trick N ZA. 
at all to pick out ‘Wa 
a good brush! 


WHITING- 
ADAMS 
BRUSHES 


Bearing the famous stamp of WHITING’S 

or ADAMS on the handle guide the beginner 

to the best brush selection just as surely as the 
feel of the bristles tells the whole story to the 
professional painter. 


WHITING-ADAMS 


BOSTON 
BRUSH MAKERS FOR II18 YEARS 
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PURE TURPENTINE- 


TURPENTINE is distilled from the sap 
of the Pine Tree and is the most satis- 
factory solvent and thinner for a long- 
oil fossil gum Varnish. It dries partly by the 
absorption of oxygen from the air. In the dry- 
ing of Varnish the film (of vegetable origin) 
thus created, readily combines with the film of 
fossil gum and oil (also of vegetable origin). 

MINERAL SPIRITS (Naphtha, Benzine, 
Kerosene, Gasoline)—all distilled from 
petroleum, evaporate rapidly and com- 
“sence and do not benefit the varnish film. 

ause of their much lower cost they are 
sometimes used as thinners in place of 
Turpentine. 
Know what 
you buy 
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VALSPAR ENAMEL 
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Well Arranged 
Stock always Pays! 











The J. L. Hudson Co., Detroit's 
Famous Department Store 


simplify their stock and also provide for 
every demand customers can make for high- 
grade Varnish and Varnish in Colors. 


You are sure to profit by following the 


UCCESSFUL stores make a careful study of 
S stock arrangement. 

For instance, the J. L. Hudson Company, 
of Detroit, has scientifically tested the value 


of correct arrangement and display. A very 
important feature of the Paint and Varnish 
division of this store is the stock of Clear 
Valspar, Valspar-Enamel and Valspar Var- 


example of the J. L. Hudson Company. For 
with the Valspar Trio your shelves will be 
filled with the “Varnish of Quick Turnover.” 
Your capital won’t be tied up in stock that 


doesn’t move. Then, too, you won’t waste 
time hunting for the right can—and that 
expedites service. 

If better business and bigger profits are your 
aim—stock Valspar —Clear and in Colors! 


nish-Stain. As a result, their Valspar sales 
have shown a marked increase. 

With their stock of Valspar and Valspar 
in Colors well arranged and effectively dis- 
played, they accomplish two things: they 


VALENTINE & COMPANY 


New York Chicago Boston 
Toronto Paris London 
Amsterdam 


W. P. Fuller & Co., Pacific Coast 


VALENTINE’S 


LSPAR 


The Varnish That Won't Turn White 


VALENTINE & COMPANY 
Established 1832 


Largest manufacturers of 
high-grade varnishes 


in the world 
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HELPING MOTORISTS Out of the Ruts 


Months and miles of Chain SERVICE is 
the big thing that McKay Dealers sell! 
And they not only sell this SERVICE 
during the mud-sleet-ice-snow-rut sea- 


son, but they sell the “preparedness” idea ey 
: far 
and do a year-round business. dhl. 


The words “McKay” and “profit” are synonymous. 


UNITED STATES CHAIN & FORGING COMPANY 
UNION TRUST BUILDING . PITTSBURGH, PA. 





MCKAY TIRE CHAINS 


McKay suggests BUMPERS as well as CHAINS 
in the mind of the motorist. The rapidly increas- 
ing sales of McKay Red Bead Bumpers by dealers 
everywhere prove it. 








November 25, 1926 








—~ Not 


Built 


UST as there are many 
offices to be filled to which 
candidates are elected— 


So also there are many cars 
on which tires must be re- 
newed for which one kind of 
tire must be selected from all 
the candidate tires. 


And just as most voters try 
to select the best candidate on 
his record, so most car own- 
ers try to select the best tire 
on its record. 

It is on tke basis of their 
record that Mansfield Tires 
arelargely boughtand putinto 
their service by car owners. 

Where the Mansfield rec- 
ord is known, the vote is a 
landslide for Mansfield. 


Mansfield sales steadily in- 





AN 


to 


The Returns Are Coming In 


HARDWARE AGE 


Undersell, 


crease at a much faster rate 
than the number of motor 
cars increase—more and 
more car owners know the 
Mansfield record, elect them 
and re-elect them on their 
record. 

The thousands of extra 
trouble-free miles that Mans- 
fields so regularly deliver, is 
the direct result of the lowest 
cost of tire distribution 
effected by the great Hard- 
ware Wholesalers in the 
country. 

The saving on distribution 
goes into the tires to make 
them deliver their longer serv- 
ice at record lowcost per mile. 

They cost no more money, 
but the record stands that 
they do deliver more miles. 


THE MANSFIELD TIRE ®& RUBBER COMPANY, Mansfield, Ohio 


Balloon Cords Truck Cords 


Heavy Duty Cords 


Regular Cords Fabric Tires 
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Elected on a 
good record 


The Cost of Distribution is Lower — The Standard of Quality is Higher 
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The Handipac 
Carton 


ARBORUNDUM Made Flint Paper is now put up in the new Handi- 
pac cartons. 


It’s the logical, economical way to handle Flint Paper—no waste of stock— 
nor dirty, torn, cracked or curled sheets—easy to get at—easy to be 
handled—every sheet in every carton instantly reached— 


You simply slide out the box a few inches from the shelf edge, raise the 
split lid and remove the number of sheets required. 


CARBORUNDUM MADE 


G. U. 8. PAT. OFF. 


cond by The Carborendem Company for Bi. THE CARBORUNDUM COMPANY 


con Carbide, This Trade Mark is the exelu- The Carborundum Co., Ltd., 


sive property of The Carborundum Company. Manchester, Eng. CANADIAN CARBORUNDUM CO., LTD., 
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PLINT PAPER 










mS | PAPER 


The 
Handipac 
Carton 





" Packed 8 
Cartons to the 
Shipping Case 


The Handipac Cartons are attractively printed in three colors—and they 
surely do make an attractive spot on your stock shelves. 


You don’t need a container—just set the cartons in your shelves and you 
have not only an orderly stock, but an advertising feature that certainly 
does sell Flint Paper. 


Carborundum Made Flint Paper deserves such a package—tt is a Flint 

Paper of superior quality—a clean, hard, sharp, accurately graded Flint, 

perfectly coated on a strong, flexible, backing. 

Your trade will appreciate its cutting qualities and its uniformity. The 

table below shows the way Carborundum Made Flint Paper is put up. 
LIST PRICES 


Carbo Niagara 
No. of Brand Brand 


Grit Sheets 9x1ll 8%x10% 
00 100 $1.55 $1.40 
SALES OFFICES AND WAREHOUSES IN 0 100 1. 5! 1.40 
} 
New York Chicago 4 re — .~ 
Boston Philadelphia 1% 50 1.10 95 
NIAGARA FALLS, N. _ - VU. S. A. Cleveland Detroit 2 - 50 1.25 1.10 
Cincinnati Pittsburgh 24% 50 1.45 1.20 
NIAGARA FALLS, ONT. Milwaukee Grand Rapids 3 25 85 .70 
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The 
Inquiring 


Dutch Boy 


each month he asks two 





dealers a question 








The Question: 


Does Dutch Boy advertising 
help you to increase sales? 


Answers: 


W. E. Aubuchon, Central Hardware Co., 621 Main 
Street, Fitchburg, Mass. 

“‘Of all the nationally advertised goods that we sell— 
and they are many— Dutch Boy white-lead has shown 
the largest increase. Nine out of every ten persons who 
buy lead ask for Dutch Boy. 

“Dutch Boy white-lead is always used as the stand- 
ard of paint comparison, and we believe this is all due 
to your very fine advertising.”’ 


J. O. Greenwell of Baker, Hamilton and Pacific 
Company, 700 Seventh Street, San Francisco, Cal. 

“‘Goods that are nationally advertised are half sold 
before the distributor gets the items into his store; be- 
cause national advertising in reality is local advertising, 
and when the dealer connects up with an item like 
Dutch Boy, he is really tying in with one of the greatest 
nationally advertised lines that are now on the market. 

‘“‘This reason, coupled with the quality of the goods 
in the package, reduces sales resistance to a minimum. 
Each year shows an increase in the sales of Dutch Boy 


white-lead.”’ 


The comments of these two dealers are typical. 
Dutch Boy advertising has been consistently at work 
for years. It is substantially boosting sales in thou- 
sands of retail stores. 

You can easily tie this Dutch Boy advertising di- 
rectly to your own store. We will send you free Dutch 
Boy window displays, display cards, cuts for local ad- 
vertising over your own store name. These proved 
advertising helps will establish your store as the Dutch 
Boy store. And this means a big boost for your paint 
department profits. 

Write our nearest branch for any of these advertising 
helps. A post card will bring them to you. 





NATIONAL LEAD COMPANY 


New York, 111 Broadway 
Buffalo, 116 Oak St. 


Boston, 131 State St. 
Chicago, 900 West 18th St. 
Cincinnati, 659 Freeman Ave Cleveland, 820 W. Superior Ave. 
St. Louis, 722 Chestnut St. San Francisco, 485 California St. 

Pittsburgh, National Lead & Oil Co. of Pa., 316 Fourth Ave. 
Philadelphia, John T. Lewis & Bros. Co., 437 Chestnut St. 
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ASK FOR DUCO BY NAME* 


UST figure for yourself what it means 
to your business, to your entire busi- 
ness, to have a leader in the paint line—a 
specialty that is known BY NAME to three 
out of every four customers who come into 
your store! 


(*A recent national survey by another company 
showed that 79 per cent of the people asked 


knew Duco by name. Details on request.) 


Wire or Write for Introductory Proposition 











E. I. DU PONT DE NEMOURS & CO., Inc. —~ a 
3500 Gray’s Ferry Road, Philadelphia, Pa. WEG. U.5.PAT.OFF. 
2100 Elston Avenue Everett Station No. 49 569 Mission Street 
Chicago, IIL Boston, Mass. San Francisco, Cal. 
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COWhat I like best about the men who make up varnish makers in the world, not the only makers 
the Murphy Varnish Company is the sane way in of good varnish, but merely the determination 


which they look at their own job—not the larges | 


A Quicker, Cheaper, 





hat all the varnish they make shall be good. 99 


Better Way 


of staining wood 


The ideal wood stain should produce a 
uniform non-fading, non-bleeding color; 
it should not raise the grain; and most 
important, the stain should penetrate. 


Where until now have these various 
essential qualities been present in any one 
staining method? You know the answer 
—Nowhere! 


Murphy Brushing Lacquer used as a 
stain possesses all of these qualities in a 
superlative degree. Moreover it may be 
applied with less labor than any other 
stain and dries within five minutes. It 
may be put on by either of two methods: 


Method No. |—One painter brushes on 
Murphy Brushing Lacquer of the de- 
sired color and a second painter follow- 
ing behind him at an interval of about 
two minutes, wipes it off with a circular 
motion across the grain. This finish may 
be left ‘“‘as is,” and is particularly adapt- 
able for open grained woods giving the 
appearance and protection of a stained 
and partially filled finish. 


Method No. 2—Thin one part of 


Murp 


Murphy Brushing Lacquer with two 
parts of Murphy Brushing Lacquer 
Thinner and brush on. Follow with a 
coat of Murphy Flat Varnish or Murphy 
Brushing Lacquer Clear. 


Neither of these methods raises the 
grain of the wood. No sanding is neces- 
sary. Nor is a coat of shellac needed to 
serve as a sealer to prevent bleeding. The 
resulting finish is beautiful, durable and 
easily kept clean. 


Best of all, it is possible to produce a 
complete job in a single day. 


These remarkable results are. obtained 
with Murphy Brushing Lacquer because 
of the penetrating qualities of the new 
Murphy solvents employed in its manu- 
facture and because its color content, 
while relatively low, gives maximum cov- 
erage and color value. Unique methods 
of manufacture enable us to secure these 
important qualities. 

Write for a sample panel stained after 
either of these methods. It will be a rev- 
elation to you of how simply and cheaply 
fine wood staining work may be done. 


hy 


BRUSHING Lacquer 


MURPHY VARNISH COMPANY 


NEWARK CHICAGO 


SAN FRANCISCO 


MONTREAL 
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 * WeRice Process WHITE 


6000 dealers know that 
Barreled Sunlight is the 
fastest-moving paint 
specialty on the market. 
Powerfully advertised! 





everal profits a year... 


with this famous white interior paint 
now being used in place of enamel 


RECENT INVESTIGATION showed that hundreds of 
dealers are turning their stock of Barreled Sunlight 
several times a year. 


One color—a handsome, lustrous white. One grade. And 
just a few sizes, from half-pints to gallons. No dead numbers. 


And now another strong feature has been added—Barreled 
Sunlight Tinting Colors, in handy tubes. By simply mixing 
these colors with Barreled Sunlight White, your customer can 
get any desired tint. 


Which means a big saving for you on overhead. No tying ; 


up capital in ready-tinted enamels that may prove unpopular! Por ae ey 
blend quickly, easily, 


i i ; venly, with Barreled 

Mail the coupon for full information about this strongly seen paszers 
advertised, popular paint specialty that can now be sold for pe ogee hoe gisplaye 
any interior painting job. Sunlight Tinting Colors. 


Barreled 


Reg. U.S Pat. Off. | 














U.S. GUTTA PERCHA PAINT CO. 
7 Dudley Street, Providence, R. I. 


Please send me Barreled Sunlight dealer proposition 
with the new Tinting feature added. 
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“A HOUSEHOLD TREASURE 


THAT’S USED WITH PLEASURE’ 


Beauty 


Lustrous 


Enduring 





and 


Here are the reasons why: 
ODORLESS—The only brushing lacquer that 


does not make you seek the wide, open spaces! 


SLOW DRYING — Dries hard in an hour. Yet 


slow enough to brush out on large surfaces. 


EASY TO BRUSH— I does flow on! Try it 


on any surface. 





YOSANO/) 0 7 HaKf) 








es 


THE ZAPON COMPANY 


247 Park Ave., New York City 


Branches in principal cities 


ZAPON 
Koa 


ONE COAT — And in most cases the job 


is done. 


DURABLE AND BEAUTIFUL— It’s 
hard and tough—but never rough. 


SAF E—- Non-toxic. 


Contains no benzol. 





The recognized standard since 1884 
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THE ZAPON COMPANY 
247 Park Ave., New York City 


Please send samples of Zapon Flowing 


Lacquer Finishes free of charge. 
Name 

Firm name. bimiarnts 
Add:ess ndmiaamrbiniaindds 
City .. aieeeial 


State 
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7 YOU TELL 


THE DEALER 
HOW WELL 

YOUR PAINT 
COVERS ~~” 


Tell the hardware 
dealers about your 
product through the 
medium that covers the 
Hardware Field. The 
readers of Hardware 
Age are wide awake 
merchants. They read 
this paper because they 
want to know what is 
going on. 


Tell this responsive 
audience about your 
product and you'll take 
a big step toward 
achieving the distribu- 
tion you are looking 





for. 





So 
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Measures and Tunnels 











The Sexton Quality Line 
Consists,otf Items That 
Are Proven Good Sellers 


Every itcm in the Sexton Line was brought out to meet an 
existing demand. When you put in a stock of these products 
you can expect them to sell. 


The Sexton Line does sell. The fine quality is easily ap- 
parent. When a customer wants something just “a little 
better” than average show him a Sexton product. He’ll buy 
if he has an eye for values. 


Galvanized Ash Cans, Sifters, Garbage Pails, Kerosene 
Cans, Poultry Supplies, Measures and Tunnels—these are 
just a few members of the Sexton Quality Line. Let us send 
you complete details at once. 








< =X SEXTON CAN CO.{ 
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Ash Cans with “Nu-rib” Garbage Pails 
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Seven League Boots 
of To-day 


It is a great stride from these mythological boots to our 
modern means of transportation—a still greater step in 
advance when we consider today’s highly organized 
forces for gathering and disseminating knowledge. 


Business papers are the Seven League Boots of ‘Today. 
They overcome the obstacle of distance which, in the 
past, has been the cause of untold waste through 
ignorance and the lack of information. 


A.B.P. papers, as the one you are now reading, have 
been created by a business demand for a medium for 
the exchange of ideas—to help those engaged in the many 
phases of marketing. 


The editorial and advertising pages bring to your door a 
volume of reliable up-to-the-minute mar‘ret, retail and 
manufacturing news—information on which to base 
sound merchandising policies. 


Read this paper regularly—it will pay you. 
THE ASSOCIATED BUSINESS PAPERS, Inc. 
Executive Offices: 220 West 42nd St., New York, N. Y. 









An association of none but qualified publications reaching the principal 
fields of trade and industry. 























The Hardware Age is a member of The A. B. P. 


November 25, 1926 


oa 
we) 
ed 
x4 
z ¢ 





ould 
$20 


HARDWARE AGE 


Yo 








u take a 
bill if some- 





one handed it to you? 





WANTED © 


AT ONCE! 








AUTOMATIC 
FURNACE FAN 


Dealers to Sell and Install the 


MILES 





cAs a result of our National Advertising in the 


“Literary Digest’’, 


‘‘American Builder’’ 


and 


other publications, we are being flooded with 
red hot inquiries from home owners and home 
_builders, most of whom will want quick action. 


We sell through dealers 
only—we do not sell direct. 
Therefore we must have a 
wide dealer organization, pre- 
pared to install our fans. 


We may have a number of 
inquiries now from home 
owners right in your own town 
which could be turned over to 
you if we knew you had the 


information and the service 
to give. 


Some of our dealers are ad- 
vertising “We cure sick fur- 
naces” for they have found by 
experience that everywhere 
there are furnaces that lack 
adequate air circulation and 
therefore, cannot distribute the 
heat. Cold rooms, hot flues, 
hot cellars, high coal bills, and 


other ailments are cured by the 
Miles Automatic Furnace Fan. 


Write us at once. We 
want a dealer in every town 
with electricity and he should 
set up a forced air demonstra- 
tor. That means a purchase 
of one fan. First come first 
served. Act quickly. There 
are thousands of homes wait- 
ing to be served. 


THE WARM AIR FURNACE FAN COMPANY 


6517 Cedar Avenue s*s oe 


Cleveland, Ohio 
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HE well known Mr. S. Claus is better than a master sales- 
man-——he’s a master merchandiser. With his equally well 
known assistant, Miss ‘“‘Mary” Christmas, each year he steps 
out and doubles and triples sales for retailers during the month 
of December. 


But even this team of master merchandisers cannot get these results 
for you unless you provide them with well chosen Christmas stocks to 


work on. 
Be sure to provide Irwin Auger Bits in Sets. They sell well at Christmas 
time, particularly the Carpenter, Home, and Handy Sets, or the Useful Kit. 


Carpenter Set—13 Bits, in either Borcase or Borkit. 
A full range of sizes. 


Handy Set—10 Bits, in either Borcase or Borkit. 
Just the Set for the handy man. 


Home Set-——6 Bits, in either Borcase or Borkit. 


Useful Kit—4 Bits and Reambor in Borkit. 
A useful outfit for any home, office, or store. The sizes 
needed everywhere. 


s 























See 
~, Be sure you have a stock of at least these numbers for Christmas. 
Call your jobber today. 







, ae 
~ THE IRWIN AUGER BIT COMPANY 


. “Largest Makers of Wood-Boring Tools in the World” 
th WILMINGTON, OHIO 


x | 4 ' European Agents: MARKT & HAMMACHER, 193 West Street, New York City 
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AMERICAN 


SCREW 
COMPANY 











Wood Screws Machine Screws 
Stove Bolts Tire Bolts 


i 
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Greatest Assortment 


walbumnn, —saees 











Providence, Rhode Island 


‘ Western Depot 
225 West Randolph Street, Chicago, Illinois 
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DEALER'S COUPON 


Open the Door to Greater Profits by Sending for the 
Kyanize Dealer Proposition KYANIZE.” which I understand you 


will send to me FREE and without fur- 

ther obligation, if there is now no active 

If you're a Kyanize — successful dealers everywhere. Get your copy without me — Agent in my immediate 
' , ocality 


lam nota KYANIZE Agent but I would 
like your book “How to Profit with 


YANIZE dealers already have this book. It is | No theory—all facts, tried and tested over 25 years by 


making money for them. 


dealer and have not received one, write for it fail. 
Dealers who do not handle Kyanize products and are 


located in “open” territory should write at once for 
full details of our Dealer Sales Plan. It means sure, im- 
mediate and growing profits. 


at once. 
“How to Profit with Kyanize” is the “Open Sesame” 
to greater profits for the dealer selling varnishes and 


enamels. 
Fill in the Coupon, pin it to your letterhead and mail today! 


BOSTON VARNISH COMPANY, Everett Station, Boston, Mass. 
(SEE NEXT PAGE) 


AUANIZE 


VARNISHES & ENAMELS (for Floors~Furniture~Woodwork 


Printed in U.S. A. 

















Positive, Immediate and Steadily Growing 
Profits for You— Selling 


Ayanize Celoid Finish 


HE product is right—the price is right—the profit is right! 

Kyanize Celoid Finish meets the great and still rapidly growing 
demand for a medium gloss enamel so easy to apply that people in their 
own homes can refinish new and old things in the delicate tints so 
popular today. Kyanize dealers everywhere report big profits with 
Kyanize Celoid Finish. It embodies every feature needed to make it 
popular—easily applied, dries overnight, no brush marks, and comes 
in the most popular shades of gray, ivory, blue, etc. 


Powerful Selling Helps! 
With your initial order you 
get free of charge (as illus- 
trated) a beautiful gold dis- 
play cabinet, handsome show 
cards, de-luxe color cards, a 
supply of new booklets “The 
Charm of Painted Things,” 
and a quantity of beautiful 
circulars for package and mail 
distribution. At the same time 
we send a direct mail attack 
in the form of strikingly col- 
ored lithographed letters to 
your prospects. 


DEALERS — Use the Coupon 


A small investment starts you 
as a Kyanize agent. Write to- 
day for our proposition. Kyan- 
ize agents who have not stocked 
Celoid should write at once. 
Other dealers in territories 
not covered by a Kyanize 
agent should put in a small 
Celoid assortment immediately. 


‘Sell Celoid for greater profits.” 
BOSTON VARNISH CO. 


Everett Station Boston, Mass. 


Tint furniture - 
cream-qgray bul? etc. with 
KYANIZE CELOID FINISH 
The medium gloss, waterproolt enamel 
asy to use, dnes over-night 

Then dec orale Will 


KYANIZE DECAL TRANSFERS 
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Floor Display Stand 

Kvanize Celoid Finish Floor Display Stand 
finished in bright 

gold, 44” high. 

Handsome 

Jra med c olor 

panels at top 

Free with prec ial 

small Celoid Fin- 

ish assortment. 


Kyanize Gold Signs 


Show Cards—Free 
Beautifully lthographed—size 15 
a striking display for window or 


Celoid Finish 


Supplied FREE to dealers who stock Kyanize 
Yel { beautiful frame dis- 
playing all colors of Celoid Finish 


KyantL 


AL 


Color 
Cards de 

Luxe 
Striking in design, 
elaborately printed 
in colors and gol 
furnished free 
generous quanti! 


Free Can and 
Brush Sales 
Plan 


To induce those 
who have never 
tried Kyanize Cel 
oid Finish to apply 
it and learn why it 
is the ideal med- 
ium Gloss Enamel. 
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SELL *“ACCO” CHAIN 





WELDLESS COIL 


“Right off the Reel” 


Tenso Pattern 


**Tenso”’ 
"Lock Link’’ 
**Niagara”’ 


Acco Weldless Coil Chains 
are fast selling staples and 
should be an important item 
in every progressive hard- 
ware store. Suggest it for 
every use where it fills the 
need better than cordage. 


Cut off the exact length required from the 
convenient Acco Reels or sell in cartons con- 
taining exactly one hundred feet. Tenso, 
Lock Link and Niagara Patterns are all sup- 
plied in sizes No. 7 to 7/0 in all standard 
finishes. | 





**Just open the top 
and reel out the 
chain.”’ 


The Tenso is in universal de- 
mand for porch swings and 
for general manufacturing 
and agricultural purposes. 
The Lock Link is a good 
general purpose chain which 
lies flat and smooth, adapt- 
ing it to service on light con- 
veyors, rolling shutters, folding doors, etc. 
The Niagara has the square knot—wires 
will break before the knot will. Also 
furnished complete with attachments in 
Halters, Dog Chains, Cow Ties, Tie Outs, 
Swing Chains, etc. 


4 4 
eal 2 — — = ~~ == . 


Acco No. 8 Sash Chain 


Full size cut of No. 8 Acco 


Acco No. 8 Sash or Round Cord Pulley Chain fills the need for 


a better window suspension. It will not fray, rot, kink or break Cut shows 
and it will operate more freely than cord over any sash pulley. how the 
Costs less per opening than cord—easier to install—no renewal Cheuk) 
required. Suggest Acco No. 8 Sash Chain to contractors—helps is used for 


installing 


them sell, as home owners see advantages instantly. Packed in 
chain in sash. 


linen bags containing 100 feet of chain with 56 attachments. Send 
for free sample of sash chain and pulley. 


Acce Sash Chain is also made in larger sizes for heavier sash, It 
is standard equipment in most of the modern “sky-scrapers.” The 
list of offices, hotels and apartments equipped with it constitutes 
a “Blue Book of Buildings.” It is in more modern 
scnanriaction than any other make of chain. 


AMERICAN CHAIN COMPANY, Inc. Bridgeport, Conn. 


In Canada 
Daminion Chain Company, Limited, — Falis, Ontario 


District Sales Office 
ae? -— ae Boston New York Philadelphia Pittsburgh Chicago San Francisco 


in 
aa World’s Largest Manufacturers of Welded and Weldless Chains for +o and Makers of the Famous WEED Automobile 
Accessor 





A PRODUCT OF THE 
AMERICAN 
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Skilled Labor 
is dependent on 


Good Tools 





AND THEY 
RELY ON 





STAR BLADES 


After 43 years of hack saw research and de- 
velopment work, we offer the Star Special 
Flexible Blade as the most efficient and flexible 
hack saw blade ever produced. 


Tell us about your cutting problems and we will 
furnish you with sample blades that will meet 
your requirements. 


Makers Since 1883 


STARHACK SAW BLADES 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 
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Durability 


PAL Wire Screen Cloth 
after weaving is heavily 
coated with a uniform, solid 
layer of pure electrolytic zinc, 
the best known protection for 
steel against weather exposure. 
The zinc coating is applied by 
means of a new special process 
which causes the two metals to 
become amalgamated along 
all their surfaces of contact. 
This prevents all possibility of 
the zinc ever cleaving from the 
flexible steel wire and very 
greatly increases its durability 
in weather exposure. 


Be sure to specify OPAL 


NEW YORK WIRE CLOTH CO. 


Manufacturers of golden and antique bronze, bright copper. 
zinc-coated and black enameled screen cloth. 


342 MADISON AVE. NEW YORK Works -York.Pa. 
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The Super 
Quality Line 
























No. 649—Automobile 














These Six Vehicles are 
only representative of a 
large, complete and 





varied line. Whatever 

your requirements, you 
in can supply them from Counter 
pete the Toledo Blue Streak 


Line. 











There are good prefits 
awaiting those dealers 
who have never pushed 
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Good Jobbers 

















































Coaster Wagons Toy Auto Trucks 





Express Wagons 


Everywhere Coe i ve Complete Illus- 

Carry the Toledo g nee trated Catalog 
Blue Streak Line 4 Sent on Request 7 
Be } Raat . 
Scooters é 
Velocipedes Tot Bikes Gg 
Automobiles Hand Cars ; 
& 


"Makers of Dependable Wheel Goods since 1887" 





No. 181—Velocipede 
‘‘4n Honored Name of World Wide Fame” 


“‘Yhe TOLEDO METALWHEEL C0. Yoledo,0. 


Race Cycles 
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ADVANCE IMPLEMENT CO. | 
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‘Sell Them a Good Rope and 
Tell Them How to Use It.” 


The Advance Implement Company of Batavia, N. Y., spe- 
cialize in Hardware and Agricultural Implements. They 
sell more rope than any store in town. Their customers 
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. j are principally Farmers who need rope for hay forks, slings, 

Be HF for unloading grain and kindred purposes. 

2 i Mr. Lemuel McVea, the store manager, believes in servic- 

Y i. ing customers. “Sell them a good Rope and tell them HOW 
g to USE it” is his idea of merchandising. He says Farmers 
y will buy good rope because they want it to last and so Mr. 





= old St McVea sells them Plymouth Manila Rope, because it is the 


= ee ae si ° Lig oe ee ge. Wing CR ES. ’ 
MR. LEMUEL McVEA, Manager best rope he knows of. 





Their best selling sizes are 34”, 9/16”, 74” 
and 1”. As Mr. McVea says: “There are 
cheaper ropes than Plymouth, but meas- 
ured by actual service Plymouth Rope is 
by far the most economical.” 


By linking up this good rope with intelli- 
gent service, such as how to properly rig 
up the rope for different uses and what 
to do if the rope becomes kinked, his cus- 
tomers get their money’s worth out of 





' Plymouth Rope and always come back 
: for Plymouth when they require more Write us for name and address of nearest 
rope. distributor. 


: Plymouth Cordage Company 
North Plymouth, Mass. 
Welland, Canada 
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“SILVER STEEL” BLADES 
FOR METAL CUTTING 


Announcing a wonderful new ATKINS “Sil- 
ver Steel” Hack Saw Blade for hand use. 
Tests show it will cut six times as long or 
as much metal and twice as fast as any other 
hack saw blade—bar none. 
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ATKINS “Silver Steel” Blades for metal 
cutting are a development you should know 
about and be stocking NOW. If your - 
jobber cannot supply them, write us and 
tell us his name, and we will see that you 
are supplied. 


Ask for S. S. folder and How to Make 
More Money on Hack Saws. 
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FE. C. ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 


BRANCH HOUSES 
Atlanta Memphis New Orleans Portland Seattle 
Chicago Minneapolis New York San Francisco Vancouver, B. C. 
Paris, France 
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239 West 39th Street, New York City 
FRITZ J. FRANK, PRSSIDENT 
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A Glimpse Into 
the Future 


HE World-Wide Buying Num- 

ber of HARDWARE AGE, to ap- 
pear Feb. 3, will circularize among 
the hardware trade of the entire 
English speaking world, and wil! 
contain vital information of inter- 
est to every manufacturer of Amer- 
ican Made hardware. 

This is the Christmas Merchan- 
dising Number of HARDWARE AGE, 
and in it you will find a wealth of 
information that should prove of 
material assistance to you in se- 
lecting stock suitable for gift pres- 
entation, in preparing your window 
and interior trims, and in getting 
your Christmas message across to 
the public. 


What Readers Say 
About Us 


“We have read HARDWARE AGe for 
many years and feel that we would 
be severely crippled without it.’’ 

(Signed) C. E. SAURER, 
Barberton, Ohio. 


“We enjoy your publication and read 
it more than any other hardware 
paper.” 

(Signed) W. P. GOUDIE, Jr., 
Detroit, Mich. 


“T have been a subscriber for the 
past year or two and cannot dispense 
with HARDWARE AGE.” 

(Signed) GEORGE H. SHEPARD, 
915 Hiths Ave., 
Pittsburgh, Pa. 
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Good Will vs. Cut Prices 


By Llew S. Soule 


HE Christmas season is a gift season, and rightly so. The spirit of giving is recog- 

nized in Holy Writ in the words: “It is more blessed to give than to receive.” But 
in order to give, one must have. Again the good book recognizes this fact when it says: 
“The laborer is worthy of his hire.” , 

And so, it seems to us, the Christmas season should be approached by the merchant from 
two angles. The first to give worthwhile gifts with the proper Christmas spirit; the second 
to obtain a reasonable, honest profit on the merchandise handled. But the giving should be a 
distinct and separate part of the merchant’s Christmas activities. 


Last week we had something to say about profits in 1927. Now we are wondering why 
it is necessary to wait until January first to get an honest return on goods sold. 


How about the Christmas Season? 

All over the country you can find hardware merchants using all the methods at their 
command to induce customers to do their Christmas shopping early. 

Yet—for years these same merchants have been giving the public a premium for shopping 
late. On the last few days before Christmas they have regularly staged Cut-Price sales in an 
effort to close out their Christmas merchandise before the holiday arrived. In this way 
they have systematically taught their customers to wait for the cut-price sales and thereby 
make substantial savings. 

Why hurry when you are paid to wait? 

As a matter of fact, the Christmas spirit is not one which induces the average person 
to look for cut prices. Rather, it encourages him to look for quality, that his gifts may 
seem of value. If a merchant’s prices are right and his merchandise suitable, the gift buy- 
ing public is willing to pay those prices. 

Also—if a merchant finds it necessary to cut his prices in order to clear out his Christ- 
mas stock, he has done one of two things: He has either over bought, or he has under sold. 

But leaving aside all question of profit, the merchant who adopts a cut-price policy at the 
close of the Christmas season is inviting a serious loss in good will. The customer who fol- 
lows the suggestion to shop early, and later finds his neighbor buying the self same merchan- 
dise at a substantial reduction, is not inclined to feel kindly toward the merchant who fos- 
tered the two sales. 

He feels that he has been discriminated against—and Christmas is not a season for 
discrimination. 

Give your Christmas gifts in the regular way, but make your great gift to the people of 
your community in the form of honest value, courtesy, fairness and service. 


That gift will come back to you in those greatest of mercantile assets—confidence and 
good will. 
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During the pre-holiday season you will find at least one of the windows of the Pickett Hardware Company, War- 
ren, Pa., attractively decorated with a display of toys and wheel goods. Frequent displays of toys are sure to 
arrest the attention of passersby and especially the young folk 





“HRISTMAS without toys would be Christmas 
(B without joys for the kiddies, and Christmas is 
their time. Hardware dealers in most all parts 
of the country sell toys during the holiday season and 
the list of those who have made toys and wheelgoods 
an all year around proposition is fast increasing. Many 
dealers who have not handled this line before try it at 
Christmas time and then keep right on with the depart- 
ment throughout the year. 

This was the case with the Pickett Hardware Com- 
pany, Warren, Pa. Up until the holiday season of 1925 
this firm: had handled toys and wheel goods only during 
the Yuletide. Last year, however, the department 
proved so profitable that it was decided to make it an 
all year around proposition. Annual sales for the first 
year will run close to $20,000. B. A.’Confer, of the 
Pickett Company tells us that toy and wheel goods sales 
during the holidays equal $8,000. 


Starts Displays Karl, 


During the latter part of November and the earls 
part of December you will find this enterprising firm 
displaying toys and wheel goods in at least one of its 
windows. In general, a Christmas atmosphere prevails 
in the Pickett store from Thanksgiving until Christ- 
mas. The toy department, which occupies the majo1 
portion of the second floor, front, is trimmed up with 
decorations and a complete and attractive stock. Warren 
newspapers carry Pickett’s toy message throughout the 
season and the clerks in the store are schooled in talkin 
toys as gifts to customers. 

In Flint, Mich., you will find the Charles H. Miller 
Hardware Company doing practically the same thing. 
In one week this store sold close to $1,000 worth of toys 


Christmas Tops Bring 
Christmas Joys 





for the holiday trade. About four days before Christ- 
mas last year Mr. Miller sold $600 worth of toys in 
one day. 

Mr. Miller says the toy possibilities at Christmas time 
are unlimited. Everybody seems to want toys at all 
prices. Vehicles selling from $10 up are sold as quickly 
as mouse traps. 

Up north in Bay City, Mich., the Rechlin Hardware 
Co., makes its annual holiday toy drive selling in the 
month of December about $10,000. 


. Has Year 4round Department 


This company handles toys all year selling about 
$12,500 during the entire year. At Christmas time the 
techlin toy department is given preferred space down 
stairs and on the second floor. Signs and posters tell 
the world that Rechlin sells toys for Christmas presents 
to good boys and girls. One of the Rechlin windows 
will carry Santa Claus, toys, holiday trimmings and all 
that goes into a display to make it sell toys for a hard- 
ware merchant. 

All three of these dealers augment their toy stocks 
for December business. All three report that stocks 
are sadly depleted on Christmas eve. People buy toys 
for presents to the young children when they can’t buy 
clothes. 

It is the advice of these dealers that your toy stock 
be bought wisely. They suggest that a wide price 
range be offered so that you can reach all degrees of 
wealth or the lack of it. The poor man wants his 
kiddies to have toys for Christmas. Do not overlook his 
trade and treat him with the same kindness that you 
show to the buyer of the $15 juvenile auto. 


o aaeerte ee eae ne ee ee Sed 
Oe eer pi Ne I ctr Peihs TON hia apa BRL es 


mrecen 2 


= tele hte tn halal tance ia Aa ee a 
Oat a emt te Rd ln 


a SANT ESTES TE SST: Sa 


SPOTL TO DON DERM er Ie 








HARDWARE AGE November 25, 1926 
























HE hardware store of Irving 

Van Voris at Cobleskill, N. Y., 
realized long ago that Santa Claus 
pays cash, and that it pays to em- 
phasize the fact that Gifts of Utility 
are those most appreciated. The range 
of items suitable for gift presentation 
is suggested in the view of the Van 
Voris window to the right and that 
of the Pickett Hardware Co., War- 

ren, Pa., below. 











EW items carried in the hardware 
a store are more suggestive of 
the Yuletide Spirit than are fireplace 
fixtures and equipment. A _ display 
of this type, used by the Clark 
Hardware Co., Jamestown, N. Y., 
well in advance of the holidays will 
make many a home more attractive 
for Santa’s visit. 
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Cc. HE display man of the Allott Hardware 

Co., Alliance, Ohio, has succeeded in 

injecting real Christmas atmosphere in the 

window shown to the left. Items of inter- 

est to the boys dominate in the attention 

arresting display of Flohr’s, Bucyrus, Ohio, 
shown below. 
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HE selling value of price tickets is 
made use of in the diversified dis- 
play of the J. B. Hunter Co., Boston, 
Mass., illustrated below. By _ utilizing 
display fixtures of the type illustrated 
an unusually large number of items may 
be effectively brought to the attention 
of passersby. 
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RAY PILCHER, Ida Grove, 
¥. lowa, is boosting specialty 
lines for Christmas trade. He 
emphasizes the electrical lines 
starting in with washing machines 
and going clear through the list. 

Gifts of utility are featured 
prominently and special decorations 
give the store a holiday atmos- 
phere. Windows are the finest it is possible for them 
to make. Mr. Pilcher says, “We push practically 
everything we have in the store as Christmas 
presents, such as ranges and tools of all kinds and 
sporting goods. These all make good lasting presents 
and we think it is up to the hardware merchants to 
get this business at all times.” 





4] R. WALKER, manager, Nich- 
olas Hardware Co., Oak Park, 
Ill., has the following to say about 
Christmas policies in his store: 
“Glass baking ware has been a big 
item with us at.the Christmas sea- 
son for the past three years. Well 
displayed it always sells. 
ware in etchings such as goblets, 
sherbet and iced tea glasses is also exceptionally 
good. Percolators in both stove and electric types 
have big sales. Fancy tea pots, casseroles, especially 
in luster ware and small pieces of copper and nickel- 
plated ware and crumb trays are in good demand.”’ 
Among the other items this firm emphasizes dur- 
ing the holiday season are fountain pens and fancy 
pencils and pocket cutlery. ‘“‘We use several items in 
the tool department as leaders, such as planes, saws, 
braces, hammers and levels. We also feature auto 
accessories at the Christmas season. Have found the 
toys exceptionally good. The toy delivery truck with 
dump body, steam shovel, derrick and fire truck are 


Glass- 
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all good. These are high grade toys selling at from $6 
to $12 each. In our sporting goods department we 
feature bicycles, velocipedes, auto coaster wagons, 
scooters, ice skates attached to shoes, and we also 
show a few tennis rackets, baseball and football 
items.” 





"HE Williams Hardware Co., 
Streator, Ill., starts its Christ- 
mas campaign early. For several 
he years the toy department has been 
Yi’ em a regular department of this large 
S store. The campaign for Christ- 
mas business starts early, about 
Nov. 15, and is in full swing now. 
This firm states that if it were 
not for the holiday business the ordinary demand 
for hardware would be somewhat slack, but the gift 
items ranging from pocket knives to combination 
ranges, help to keep up the volume during the last 
six weeks of the year. Charles H. Williams, presi- 
dent, says, “We find with Christmas goods as with 
anything else in a small community—we do not sell 
so much of any one thing, but it is the endless variety 
that makes our volume of business.” 
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B. LOMAS Cresco, Iowa, 
e says: “We feature gifts of 
utility in all our advertising at this 
time of year, both in newspaper 
advertisements and window dis- 
plays. In addition, we feature high 
grade aluminum ware, enameled 
ware, glass baking ware, cutlery, 
sporting goods, washing machines, 
vacuum cleaners and ranges. Suggestions for dad, 
mother, sister and brother are also made in our dis- 
plays.” 
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yw W. MERIWETHER 
| ¢ HARDWARE CO., Para- 
ak. gould, Ark., says, “The electrical 
‘Weis appliances were the biggest sellers 
with us last year, and we believe 
they will lead this year. It is very 
easy for the hardware store to be 
The Leading Gift Store” of the 
community without having to buy 
a lot of special holiday goods for the occasion. The 
regular hardware stock affords a wide range. We 
always carry the following goods, which are featured 
at Christmas time: Shot guns, rifles, air rifles, bi- 
cycles, velocipedes, boys’ wagons, hunting coats, hunt- 
ing boots hunting axes, footballs, basket balls, punch- 
ing bags boxing gloves, gymnasium equipment, pocket 
knives, razors, scissors, flashlights, plated and fancy 
ware, aluminum ware electrical appliances, picnic bas- 
kets and kits and silverware.” 











DWARDS & CHAMBERLAIN 

HARDWARE CO., Kalama- 
zoo, Mich., starts Christmas win- 
dows in the Hallow-e-en displays. 
After these windows they hook up 
with the Thanksgiving trim, bear- 
ing in mind that Christmas follows. 
A. B. Teale, retail manager says, 
“Our window displays, tables, show 
cases, are covered with ideas suitable for Christmas 
gifts. The store is decorated and Christmas cards 
are used. We also use price cards in plain figures, 
and usually the same design as the larger cards, not 
only in the windows but all through the store. We 
usually run two or three specials each week as well 
as hook up with all the manufacturers national ad- 
vertising. In this way we get the benefit of both our 





own efforts and the manufacturer’s. In fact, we do 
everything within our power for a large Christmas 
trade.” 





ERE is a really worthwhile 

idea for stimulating sales 
during the Christmas Holidays. 
Prepare a window display of items 
suitable for presentation as Christ- 
mas gifts, made up of articles that 
have been purchased by household- 
ers in your town, and on each of 
which would be a card bearing the 
words: “This was purchased by a neighbor of YOURS 
for delivery on Christmas morning. WE WILL DO 
THE SAME FOR YOU!” There is, perhaps, no 
more impelling motive to buy than Example. When 
a prospective customer knows that others have bought 
a certain item for presentation as a gift, its SUIT- 
ABILITY in his eyes is enhanced a hundred times. 
You are in a sense relieving him of the necessity of 
making a selection himself and are also increasing 
your PROFITS. 














ILL M. OTT of Baraboo, 

Wis., believes that “the early 
bird catches the worm.” He started 
his Christmas advertising and dis- 
plays sixty days before Christmas. 
He says, “We have added a very 
large toy department to our store, 
and make a special effort on win- 
dow trims in the line of toys, which 
attracts the attention of not only the youngsters but 
the grown-ups as well, and brings them in better than 
any other line we could use.” 
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Every Woman With a Home 


Apprecihtes things that add to its beauty or perfection of service 
Gift items that do this are found 
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YOU will find real inspiration for your Christmas newspaper advertising in the above 
SY ads that produced substantial profits last year for Sumner Company, Ltd., Mone- 
ton, N. B.. and the Pickett Hardware Company, Warren, Pa., both of which progres- 


sive concerns have consistently advocated the suitability of hardware for gift presen- 
tation. 
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How About 
Cools 
Sor Dad? 





" OOR papa, he gets nothing at all,” says a cur- 
rent popular song. The writer of that song 
must have had many years of sad experience 
with some of those useless gifts that some women 
shower on their men folks. It’s a cinch that song 
writer never lived in Jamaica, N. Y. If he had, the 
women in his family would naturally gravitate toward 
James & Hawkins, Inc., to get their Christmas gift 
suggestions, and you can always depend on sales man- 
ager, Eddie Denecke, to have at least one window at 
Christmas time filled attractively with various hand 
tools, and tool sets. They will be in holly boxes, have 
special holiday price cards, other Christmas trimmings 
and powerful selling appeals on special window cards. 

Eddie says the women always appreciate the holiday 
tool window displays. They even tell him so. Inside of 
the store you will find one or two display tables featur- 
ing the complete tool sets and the individual tools. 
There you find more holly boxes, holiday price cards and 
a general Christmas atmosphere. 

Many tool manufacturers have realized the mer- 
chandising advantages of holly boxes for the Christmas 
season. In most cases these holly boxes fit over the 
regular stock box so that any holiday goods not sold 
may be put in regular stock and have the conventional 
carton. 

When you get a first class hammer, plane, hatchet, 
hand drills, radio tool kit, saw, chisel or screw driver 
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ERE is one of Eddie Denec- 
ke’s Christmas window and 
interior store display of tools in 
the store of James & Hawkins, 
Inc., Jamaica, Long Island. Ed- 
die’s holiday displays of tools 
have made a hit with the women 


decked out with colored ribbon, set in a holly box and 
show it to the public, with some attractive cards calling 
attention to tools as practical he-man gifts, you have 
started a move for better sales. The women folks give 
a sigh of relief. One of their hardest gift problems is 
nicely solved. The men chuckle to themselves, hope their 
wives, mothers, sisters and daughters see these tools in 
gala array—so you see both donor and recipient profit. 

James & Hawkins feature complete sets with sufficient 
range of assortment and price te appeal to all buyers. 
For the mechanics you find a very complete set and 
for the handy man around the house there are several 
sets to work on. Then there are of course the individual 
tools for the mechanic and for the man who loves to 
make things, fix things or just tinker around. 

Tools displayed have an irresistible fascination for 
red-blooded men. Women know this but too many 
hardware dealers are sitting idle when women seek 
gifts for Dad, husband, son or brother. They are 
actually forced in many cases to go to the haberdasher 
for one of those awful neckties or to the tobacco store 
for those alleged cigars—and the thought of wearing 
one of those ties or smoking one of those cigars is 
enough to make the man in question shudder. 

It isn’t fair to neglect this phase of the holiday 
business. It isn’t fair to the men of your town, the 
women folks or to yourself. It is time to get busy, if 
you have not already started. Go to it. 
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OUSEHOLD tools make ideal Christmas gifts and 

enduring ones. It would be hard to think of a more 
acceptable gift for the average man. The Pickett Hard- 
ware Co., Warren, Pa., has capitalized this interest in the 
striking display illustrated above. A display of electrical 
cooking appliances, of the type used by the J. B. Hunter 
Co., Boston, Mass., shown to the left, will enable the 
housewife to translate many hours of freedom from 
drudgery into profits for your store. Below is an excel- 
lent display of toys that will bring many additional little 

folks and dollars into your store. 
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ROUGH the window display above, Weil 

Brothers, New York City, made Santa Claus 
pay his way. The clever display case pictured at 
the right and used by the Lawson Hardware Co., 
Newburgh, N. Y., effectively presents the Christ- 
mas appeal of china, silver and glassware. The 
thought that the hardware store has something 
for mother, father, sister and brother is strikingly 
put across in the pleasing window of Paul Woizeski, 
Bloomington, IIl., shown in the picture below. 
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ROUND Christmas time, radio enthusiasm is at 
a | its height. In thousands of homes the acquisi- 

tion of a new radio outfit is postponed until 
Christmas, because the Yuletide holidays, which usher 
in many long weeks of cold, ideal radio weather, seem 
a sort of logical Grand Radio Opening. 

Furthermore, among the many items carried in the 
average hardware store none lends itself more 
admirably to the Christmas season than radio. It 
would be hard to think of a gift that gives more real 
happiness and genuine benefit than a set or some 
accessory that will improve the operation of the old 
outfit. 

In addition there are innumerable radio accessories 
that lend themselves ‘admirably for Gift Presenta- 
tion. These include tubes, storage and dry batteries, 
chargers, “A’’ and “B” eliminators, loud speakers, 
output transformers for the modern high power tubes, 
phones, loops, kits of parts, etc. 


4 Unique Advertisements 


Some time ago HARDWARE AGE published a unique 
advertisement by a hardware merchant, giving some 
good reasons why householders should buy vacuum 
cleaners from him. The ad consisted of a list of names 
of 300 customers, while in the center appeared the 
message, “300 Good Reasons Why You Should Buy a 
Vacuum Cleaner.” The idea was ingenius and with a 
modification of the wording could very successfully be 
employed to boost radio sales. 

Why not display in your window, photographs of local 
and nearby broadcasting stations, together with a poster 
emphasizing the wealth of entertainment available to 
radio listeners. Photographs of performers, which 
might be obtainable from your local station, your news- 
paper or local photographer, can also be used. 

Be sure and give the department the necessary Christ- 
mas atmosphere, and arrange your sets and accessories 
where there is no possibility of their being overlooked. 
It is well to bear in mind that radio demonstrations can 
be both a help and a hindrance. All too frequently a 
blatant, distorting set will send a prospective customer 
out into the street with the deep, settled conviction that 
Radio isn’t all it’s cracked up to be. If you try to 
emphasize volume rather than quality you are apt to 
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Cuning In 
on 
Christmas Radio 
Profits 


lose many very profitable sales. 

Here is a real good idea for 
stimulating Christmas _ radio 
sales. Why not put a loud 
speaker over the door and con- 
nect it through two or three 
stages of amplification to a 
microphone in the rear of the 
store, where an announcer could 
make good use of the silent 
periods by drawing attention to 
the merits of your window dis- 
play of radio. 

An even more effective way 





of working this would be to have someone dressed as 
Santa Claus in the window, who could talk by means 
of the mike to the crowds outside the window. His 
talk could be increased in pulling power by having the 
various radio sets and items decorated with holly, etc., 
while some of the smaller could be 
suspended from the Christmas tree. 

In pushing the sale of radio, hard- 
ware merchants can’ advantageously 
make use of their regular mailin’ 
list, which can be supplemented by Vi 
the long list of names to be obtained wy 
from the Radio Call Book, , 
issued by the Department of 
Commerce, in which all radio 
amateurs are listed. 

In featuring radio during 
the holidays the 
hardware mer- 
chant does not 
have to over- 
come sales re- 
sistance. The 
public is sold. 
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HRISTMAS is a great 
time for family reunions, 
and for visiting among rel- 
atives and friends. People 





nishes and kindred home improvers will 
who do not meet at any other ed enable the home to be in Al shape for 
time will make the most of oo the holidays. Next to the featuring of 
Christmas for a get together. gift items, the hardware man’s biggest 
Naturally the home must look its best. To look its holiday obligation is obviously to bring these lines to 
best, walls must be painted, floors must be polished, the public attention. A small card advertisement will 
perhaps varnished or shellacked, depending on the indi- help, window cards on the subject will receive attention 
vidual taste and the type of floor. Furniture must be and consideration, so don’t forget the clean up and 


in tip top shape, a little touching up here and there will 
be necessary and many kitchen sets will be converted 
into the very popular breakfast suite type of furniture. 

There will be plenty of spruceing up for the holiday 
season. The wise hardware dealer will bear this in 
mind, and find a way to remind his customers and pros- 
pects that a small investment in paints, polishes, var- 


paint up side of the holiday season. ) 

Paint, at Christmas as well as throughout the year, is 
one line that lends itself particularly to selling sugges- 
tions. Inasmuch as every householder is desirous of 
putting the old homestead in shape for the family 
reunion, the message incorporating this thought should 
substantially increase profits. 
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TARDWARE C9 
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This billboard shows how the Hennepin Hardware Co., Minneapolis, Minn., sold itself to the buying public on the hard- 
ware store as the logical place to buy Christmas Gifts of Utility. Note the attractive winter scene in the lower left 
hand corner 
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Let the Motorist Help Christmas Sales 


Attractively Presented, Automobile Accessories Make Ideal Christmas 
Gifts for the Motorist—Special Yuletide Boxes Make 
Christmas Selling Easy 


PPROPRIATELY presented, automobile acces- 
| sories have a strong appeal as Christmas Gifts. 

This is particularly so since the automobile has 
evolved from a warm weather luxury into an all-year- 
round necessity, and anything in the way of accessories 
that can add to the efficiency of the car or the comfort 
of the driver is sure to be appreciated. There are 
innumerable items that accomplish this purpose. Even 
in the event of a car being laid up for the winter, the 
recipient of a motormeter, set of chains, stop lights, or 
any one of a hundred other items, is no less grateful; 
merely because it will not go into active service before 
the spring. 

A shrewd merchandiser once remarked that the suit- 
ability of any article as a Christmas gift is largely 
determined by the manner in which it is wrapped. 
There is a lot of sound truth in this. While a set of 
tire chains is prosaic enough in itself, it assumes a 
new aspect directly it is presented in a neat holly decor- 
ated box. Manufacturers are more and more appre- 
ciating this fact as it proved by the fact that automobile 


tool sets, tire repair outfits, chains, automatic wind- 


shield cleaners and many other items are now being 


packed in special Christmas boxes. Some of these have 
a decorated outside cover which ean be easily removed 
in the event of any stock being left unsold after the 
holidays. A few sprays of holly and other appropriate 
decorations in connection with the window and interior 
displays will help inject the necessary Christmas atmos- 
phere. 

Last year several hardware merchants in their win- 
dow displays presented the thought: “Give the Car a 
Present,” and suggested a suitable list of items. An 
appeal was also made to give the driver suitable acces- 
sories gifts. Driving gloves, temperature recorders, 
individual tool kits and innumerable other items are 
suitable. 

Automobile accessories lend themselves particularly 
well to display and for this reason make very attractive 
window and interior displays. Why not make this an 
Automotive Christmas. 
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Santa's Route Lies Along 


America’s 


Claus’ route lies along 


If appropriateness 


T Christmas, Santa 
America’s Sportsway. 


merit in a gift, sporting goods are pre-eminently 


is a 
suitable for gift presentation. 

Sporting goods, in addition to their holiday appeal, 
have the lending themselves to colorful and 
decorative display schemes. Pane!'s of the type sug- 
gested at the heading of this article are effective means 
interest, the really artistic 
by the manufacturers at this 


virtue of 


as are also 


of securing 
dealers’ helps supplied 


Sportswap 


not pioneering in any sense of the word. 
The appropriateness of this line for gift purposes has 
long been recognized. As a matter of fact, in thousands 
of homes throughout the country, it would not seem 
like Christmas without sporting goods. 

In developing Christmas sales of sporting goods, why 
not make use of this idea? Make up a window of items 
that proved particularly good sellers last year, and fea- 
ture these along with a display card on which appears 
the message: “Last Year We Sold Hundreds of These 
Golf to Your Neighbors for Christmas Gifts. 


is 


Bags 





season of the year. 
The featuring 
meeting the demand of an already well established mar 


This vear we will sell more. Place your order now and 
we will make delivery on Christmas morning.” 


merchant sporting goods is merely) 
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Every item featured in this window of the Gross Hardware Co., Milwaukee, Wis., has a strong Christmas 


Last year the firm’s sales in sporting and athletic goods was substantially augmented through bringing 
the merchandise to the attention of passersby. 
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A display of this type, used by A. C. Delbon, New York City, augmented with a few Christmas decorations, should 
help materially in stimulating holiday sales of cutlery and kindred lines. 





Delbon Knows His Cutlery and Puts 


His Knowledge to Mork for Him 


T has been estimated that approximately 20 per 
4 cent of the items carried in the average hardware 
store are particularly responsive to sales effort, 
and that the remaining 80 per cent are in the category 


of demand items, which do not lend 
themselves particularly to pushing. 
The success of the average hard- 
ware store, however, depends in 
great measure on the manner in 
which the 20 per cent is brought 
to the attention of prospective 
purchasers. 

Cutlery is included in this 20 
per cent. In the average hardware 
store the cutlery display case is 
almost invariably located near the 
entrance. This is because hard- 
ware merchants have learned that 
cutlery responds in a highly satis- 
factory manner to even the most 
half-hearted efforts to give it a fair 
break. 

Few lines carried in the average 
hardware store are more suitable 
for presentation as Christmas gifts. 
Pocket knives, table cutlery, scis- 
sors, shaving outfits, etc., are 
always appreciated by the recipient. 
They appeal with equal force to the 
giver for the reason that they are 
ALWAYS IN GOOD TASTE, and 
are not expensive. They are in 
every sense of the word “Gifts of 
Utility.” It is no exaggeration to 
say that with proper display, cut- 
lery sales can be made to show a 
very handsome profit. 

During the holiday season, A, C. 
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How A. C. Delbon Stimulates 


Christmas Cutlery Sales 


1—Avoids division of selling effort, 


and keeps one man, who knows 
cutlery, in charge of the Cutlery 
Department. 


2—Regular use is made of the 


Dealers’ Helps supplied by the 
manufacturers, both in window 
and interior displays and in con- 
nection with the company’s 
direct by mail circularizing. 


3—Emphasizes the Christmas aspect 


of cutlery, by intensive pushing 
during the MHoliday Season, 
without, however, neglecting it 
at other times. 


4—Through making the “Extra 


Sale.” If a woman wants a pair 
of scissors, the purchase of other 
sizes for specific purposes is 
suggested. 


5—The use of special Christmas 


trims, in both the window and 
store interior, serve to remind 
prospective purchasers that 
“Cutlery is the Ideal Christmas 
Gift!” 


6—Use the grinding department as 


a means of pushing cutlery 
sales. When a knife, razor or 
pair of shears are returned, it 
is always in a special envelope, 
bearing the name Delbon and 
pointing out that high cutlery 
can be bought there. 
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Delbon, New York City, has found it highly desirable 
to give one of his windows over exclusively to cutlery. 
The effect is invariably a marked stimulation in the 
demand for this line, which continues long after the 


trim has given way to some other. 

In the merchandising of cutlery 
the year around, Mr. Delbon be- 
lieves that the value of KNOWING 
the line cannot be overestimated. 
Some time ago a man walked into 
his hardware store and asked to 
see a GOOD knife. The man be- 
hind the counter showed him one 
that pleased his fancy. 

“How much?” he asked. 

“Seven dollars,” replied the clerk. 

“That’s six dollars too much!” 
replied the man. “Why look here” 
—and he drew from his pocket a 
knife closely resembling the one 
under discussion—“I bought that 
in Germany for $1! Isn’t that 
practically the same thing?” 

Plainly the clerk was stumped. 
The knives looked the same. 

Mr. Delbon had witnessed the 
incident. Not only had a sale been 
lost, but a customer was being per- 
mitted to leave under the impres- 
sion that the store was profiteering. 

He stepped forward and, accost- 
ing the man, explained the differ- 
ence in the grades of steel used in 
the lining, the springs, etc. 

He knew his cutlery and could 
talk. 

When the customer left he had 
two of the $7 knives in his pocket. 







elie Bin ee Ae - 
eee 
— F E NE— E 


ea Sas 
et ards 


inet teens sce 








64 HARDWARE AGE 


November 25, 1926 


Hodernising Santa Claus 


By P. K. Crocker 


Advertising and Sales Manager, John Schoonmaker & Son, Inc. 


HE holiday season was on. The toy department 
teemed with excited elbowing humans, tiny tots, 
middlings, all the way to grown-ups who might 

appear sophisticated but at heart were glad they 
weren’t. It was a November Saturday and Santa Claus 
was about to make his first appearance of the season. 

Near the as yet unopened doors to the throne room 
three colored children struggled to control their point 
of vantage. The smallest, a wide-eyed piccaninny 
scarce past toddling, was held in position by the vigor- 
ous elbowing of a boy but a few years older, as intense 
in his expectancy, as he was belligerent in his efforts 
for a place. A girl, lanky with apparent over- 
fast growth, touching the ’teens, was the third. 
She carried a superior, patronizing air. She was 
fighting for poise. 
The world could know 
that she was an en- 
lightened skeptic. 

“What for yo’ 
gettin’ fluttered?” she 
challenged. “That no 
Santy Claus, in there. 
It’s jes a man dressed + 
up. They ain’t no 
Santy Claus.” 

“‘You—you, Ulilla,”’ 
spluttered the boy. 

“You lie. You tell 

her that agen an’ I 

bust y’n the mouf. : 
What t’hell d’you ¢ 
know about Santy z 
Claus?” z 

“Don’t you pay no ‘ 
‘tention to her,” this z 
to the little one. z 
“She’s jes a liar. z 
They is a Santy Claus, +¢ 
all right, an’ you goin’ z 
see him now.” z 

Later, Ulilla, the 
recent sophisticate, was seen leaving the Good Saint’s 
presence, bearing in triumph a miniature doll and a 
stocking stuffed with candy, giggling an audible appre- 
ciation. She had even whispered to Santa her list of 
wants for his Christmas visitation. Who shall say that 
here was not another conversion, momentarily, perhaps, 
back to “fundamentalism”? 

The incident is not built of imagination. It is word 
for word an occurrence. Might it not be taken as a 
homely text in considering this whole problem of the 
retail store and the holiday season? 

It is platitudinous but true to say that what the 





Reprinted from “The Data Book” of the sales promotion 
division of the National Retail Dry Goods Association. 


T is platitudinous but true to say that what stores, 
in a sense, have been trading on for all their im- 
portant holiday business these years past is SANTA 
CLAUS. The jolly saint may take various forms. Call 
it the Christmas Spirit, holiday spontaneity and good 
cheer, or what you will; it is the tradition that is the 
root of all holiday buying and Christmas giving; and, 
of course, we play it up. There is a question of whether 
we have not been playing it up too much, whether 
we have not been forcing the issue too strenuously. 
“It is a hard question to decide.” 
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stores, in a sense, have been trading on for their all 
important holiday business these years past is this 
same Santa Claus, doubted by Ulilla. The jolly Saint 
may have taken a different form. Call it the Christ- 
mas spirit, holiday spontaneity and good cheer, or what 
you will; it is the tradition that is the root of all holi- 
day buying and Christmas giving; and, 
of course, we play it up. There is a 
question whether we have not been 
playing it up too much, whether we have 
not been forcing the issue too 
strenuously. It is a hard ques- 
tion to decide. 
On of the one hand, we know 
that every season 
there are public 
rumblings here and 
there, almost of re- 
sentment, against the 
daily urge in the ad- 
vertisements, to Buy! 
Buy! and Give! Give! 
They generally buy in 
the end. It may be 
at the eleventh hour, 
when the haunted 
faces appear and the 
tired sales persons 
grip themselves for 
that last mad rush, 
when the adding ma- 
chines click out the 
hope that again we 
have “beat last year.” 
When people buy 
grudgingly, because 
they have to, because 
it is a custom, or 
habit, from which 
they cannot escape, is 
there no danger of 
an eventual reaction? 

On the other hand, we need this holiday business; it 
is vital to the year’s average that begets dividends. 
What could replace it? 

The foregoing is obvious and perhaps hardly worth 
repeating; and this is not a preachment, rather an in- 
quiry, a questioning of the trend. May it not be worth 
while to consider a different approach, to evolutionize 
an appeal? How it could be done is assuredly a problem. 
Let some wizard work it out. It is a tough knot to 
untie. 

At least we are not blind to the fact that point of 
view seems to be radically changing, along with modern- 
ized, almost revolutionized, conditions of living. We 
are aware that the general attitude to life appears to 
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be different, more progressive, if you like, or just plain 
“hard boiled,” as some might say. Werare all far away 
from the simple heartiness of things. What is spoken 
of as “spirituality” seems to be in the discard. The 
younger generation, even to the children, show this 
frequently. Just watch the youngsters when they come 
into your toy department to pass judgment. Their 
imagination has been stifled; for little is left to them to 
imagine these days, thanks to the elaborateness and 
mechanical perfection of what used to be called “play- 
things.” They’ll tell you the “make” of the toy auto 
they want—not in a thousand will it be a flivver. Any- 
one who has read a few hundred “messages to Santa,” 
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formalities without belief, too often, noting the com- 


placent demands and extravagances, knows something ‘ 


of the modern youngster’s practical and possessive, not 
to say acquisitive, attributes. 

It is in the smaller cities, where the stores are closer 
to the hearthstones, that the trend is more acutely 
apparent. One store in a city of that class, sixty miles 
from New York, has been trying during the last two 
years to appraise the situation and to bridge the past to 
the present. It has tried to hold as much as possible to 
the oldtime flavor of Christmas, the spiritual traditions, 





(Continued on page 104) 





Cree Holders and Lighting @Putfits 
Staple and Wery Active 


but all hardware stores sell tree stands and 

tree lighting outfits. These two holiday sellers 
are as staple as nails, bear a very attractive margin 
of profit, are easily displayed, sell themselves and are 
needed by every home, particularly where there are 
kiddies. The electric tree lighting outfits are available 
in two types. There is one set for use with dry cell 
batteries. This type is of course for the home which 
is not wired with electricity. The other type is equipped 
to plug into an ordinary light socket. 

Ed Ferguson, owner of the Tremont Hardware Co. 
in New York City always features tree lighting outfits 
on a small table. He rigs up a set on an archway and 
keeps them lit when the store is open. An attractive 
show card in colors with a Santa Claus head calls 
attention to these sets and gives the price. Ed has this 
table up front and says the display alone sells this 
line. 

F. Hersh Hardware Co., Allentown, Pa., devotes two 
special display tables to tree lighting sets. One table 


SEY rw: hardware dealers sell Christmas trees, 





has a small Christmas tree rigged up with illuminated 
lights. The other table has the sets in holly boxes, 
and displays the extras such as fancy shaped bulbs, 
extra bulbs, reflectors, imitation fruit wire, plugs and 
such accessories. Each year this firm sells about 1000 
of these sets and has never had to carry over any 
outfits. The tree lights are placed in the auto acces- 
sory department under our good friend W. C. Laurie 
who says tree lighting outfits are one of the most active 
holiday lines. 

James & Hawkins, Inc., Jamaica, N. Y., has nine 
stores on Long Island. Sales manager Eddie Denecke 
reports a similar experience with tree lighting outfits. 
He also features Christmas tree holders on a small table 
with visible price card, finished up in a holiday color 
scheme. These holders are available in several popular 
types. Practically all types are adjustable and in some 
instances are made in two or three sizes. There are 
very elaborate outfits and also many moderate priced 
holders. They all sell well and should be prominently 
displayed during the November-December period. 


The picture at the left shows one of the Christmas Tree Holder displays in the store of the F. Hersh Hardware Co., 


Allentown, 


In the center is an attractive tree lighting outfit display as used by the Tremont Hardware Company, 
New York City, and at the right is a similar display in the Jamaica, Long Island, store of James & Hawkins, Inc. 






























66 HARDWARE AGE 


November 25, 1926 





ses 4 


a a P 
Pa ng te — 
CRP dey a 
its YF oberg +> boy 





This electrical appliance window of the Jennison Hardware Co., Bay City, Mich., offers many suggestions for Gifts of 
Utiliiy and should help your window trimmer in making up his displays 


Electrical Appliances and Equipment as Gifts 





. Deserve Holiday Displays 


CHRISTMAS gift that combines sentiment and 
a utility that makes life pleasanter and easier 
for the recipient, more fully interprets the 
Christmas spirit than one whose only value is sen- 
timental. 

Electrical goods, comprising a wide range of labor- 
saving devices, are pre-eminently useful gifts. Mother 
and wife are the pivotal points in the average American 
household. Anything that will make their daily tasks 
easier sells readily once it is understood by the public 
that it really accomplishes this purpose. An electric 
toaster, iron, coffee percolator,: waffle iron, ,washing 
machine, ironer, etc., can materially add to the comfort 
of a home. 

In addition to the long list of items that are designed 
primarily to lighten the daily tasks of the housewife, 
there are numerous others that have an equally great 





appeal because they beautify the home and make it a 


pleasanter place to live in. In this latter classification, 
are decorative wall, floor, table and piano lamps and 
shades. It is no exaggeration to say that the demand 
for items of this kind is at its peak at Christmas— 
and in direct proportion to the manner in which they 
are presented to prospective buyers. Colorful and 


beautiful in themselves, few items carried in the hard- 


ware store lend themselves more admirably to display 
than do lamps. 

‘Then again there are other items, such, for example, 
as curling irons, hair dryers, vibrators, etc., that have 
their place in the toilet equipment of the well regulated 
boudoir. The appeal of items of this kind is more 
personal. Nevertheless thousands are purchased at the 
Holiday season for gift presentation. 

It is well to bear in mind that electrical goods have 
above ‘all things, the virtue of appropriateness. They 
are appropriate, and therefore, the hardware merchant 
does not have to overcome any sales resistance on this 
score. The appeal can be enhanced through presenting 
the merchandise in pleasing Christmas dress. Manufac- 
turers long ago realized this and began using holly 
decorated boxes and cartons. In some cases this Christ- 
mas decoration merely consists of an appropriate outer 
covering that can be removed if any stock is left on 
the shelves after Christmas. 

Furthermore the merchant is in a sense cashing in 
on selling efforts made during the course of the year. 
It is unquestionably a fact that his electrical goods 
displays have influenced many persons to buy some 
article in the line, but frequently the actual purchasing 
is delayed until Christmas. 
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There are some fine kitchen equipment display ideas in this window of the Barker, Rose and Clinton Co., 
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Elmira, N. Y., 


trimmed by Kenneth Levegood. Many pieces of equipment are needed in the kitchen and there is hardly a more accept- 
able gift for a housewife than a new range, cabinet or white table 


Kitchen Equipment for the Women Makes 
Practical Acceptable Gifts 


OTHERS and wives like practical gifts just as 
Even a young wife takes 
more pride in her home than most husbands 
more acceptable gift for the 
married woman than a new gas, coal, electric, or oil 


much as the men folks. 


realize. There’s hardly a 
range, a kitchen cabinet, 
white top table, white 
kitchen chairs, or some set 
or piece of aluminum, or 
enameled cooking utensil. 
The kitchen needs many 
pieces of equipment and 
Christmas time offers a fine 
opportunity for filling these 
wants. 

Kitchen cutlery, cooking 
utensils, mixing bowls, 
roasters, cereal sets, carv- 
ing sets, the various elec- 
trical home appliances and 
countless other staple items 
in your stock, make very 
useful and attractive gifts. 
There are two angles to 
kitchen equipment as gifts. 
You can easily appeal to 


ment 


° 


both. 


of course, 
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Note the variety of items displayed in this kitchen equip- 


window in 


the store of James & Hawkins, 
Jamaica, N. Y., 


trimmed by Edde Denecke 


Inc., 


Many families make a practice of adding equip- 
ment to their homes at Christmas time. 
peal to this trade with a suggestion that the kitchen be 
given some practical holiday gifts. 


You can ap- 


The other angle is, 


the regular practical gift appeal for those 


seeking something useful 
and acceptable for mother, 
wife, or married daughter 
or sister. 

It is an age of practical 
Christmas gifts. Jimeracks 
are only for museums. Peo- 
ple today expect, want, and 
receive useful items at holi- 
day time. Good window 
displays such as these by 
James & Hawkins, Inc., 
Jamaica, N. Y., and Barker, 
Rose & Clinton Co., Elmira, 
N. Y., show some fine dis- 


play ideas, study and 
thought. Eddie Denecke 
trimmed the former and 


Kenneth Levegood the lat- 
ter. Both are practical 
display men. 
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Here is an interesting Christmas window disvlay of glassware and silverware used by the D. S. Nevins Hardware Co., 


Lamar, Colo., last year. 


Such items as these are ones that lend themselves particularly well to display during the 


holiday season 


Chinaware, Glassware and Silbertwware—a 
Christmas Trio Deluxe 


HREE of the best looking, easiest sold and most 
appealing gift lines carried by the average hard- 
ware store catering to the Christmas trade are 
silverware, china and glassware. Each has its own 
charm, is readily displayed in window or on table and 
will always make the women stop for closer inspection. 
All three must be kept spotlessly clean or half the 
power is lost. Women will not be interested in dusty 
goods in these three lines. The profit in these lines 
compares favorably with any other group or single line 
and each is an all-year proposition. At Christmas time, 
however, there is a bigger opportunity for the sale of 
silverware, china or glassware. They make ideal gifts, 
are useful and always look well on display. 


A Suitable Holiday Line 


Newman Hardware at Columbia, Mo., devotes one 
conventional size show case to silverware during the 
entire year. Columbia is a big college town and at 
holiday time silverware is an active seller as gifts to 
the folks at home, for the families of popular professors 
and for others who appreciate a real gift. Newman’s 
display case has clear lights which set off the bright 
shiny pieces and sets to advantage. The stock and dis- 
play includes regular sets in chests or on trays with box 
covers and of course the full assortment of individual 
pieces to fill in or add to the service capacity. 

Barker, Rose & Clinton Co., Elmira, N. Y., feature 
china all year but find it particularly active during the 
holiday season. Husbands like to buy china sets or 
add to sets bought the previous year, when selecting 
gifts for the better halves. Any normal woman will 
appreciate china gifts. 
in an attractive fashion. 





China too is easily displayed 
Special racks and display 


stands may be obtained from regular fixture houses. 
A few sprigs of holly or mistletoe will pep up a china 
display and give it the necessary Christmas atmosphere. 
This firm not only sells the regular pieces but finds a 
heavy holiday market also for the various special pieces 
like, fancy nut or fruit bowls, ash trays, fancy tea cups, 
china tea pots, chocolate sets, coffee sets and many 
other fancy items. The china department is a favorite 
spot for those buying gifts for teachers, and close 
friends. 

Glassware is a well assorted line. Keith-Simmons Co., 
Nashville, Tenn.; Nicholas Hardware Co., Oak Park, 
Ill., and D. S. Nevins Hardware Co., Lamar, Colo., are 
three good examples of hardware stores whose holiday 
sales on glassware run into real money. Glassware is 
as easily displayed and sold as silverware and china, is 
equally as attractive and will appeal to all women. 
Nicholas Hardware Co. finds a good Christmas market 
for expensive glass pieces, sherbet glasses, goblets, 
tumblers, lunch and tea sets, the tinted ware—amber, 
green and other pale colors has also become quite active. 
Glassware is available in sets and pieces and offers a 
selection for the buyer of a useful gift who desires to 
combine utility with beauty. The Nicholas stock of glass- 
ware is featured in the all-year gift department which 
of course is given a wider scope and territory during 
November and December. 


Three Banner Lines 


Silverware, china and glassware are easily three of 
the banner holiday lines. They should be featured in 
your advertising, displays and selling campaigns for 
Christmas money. Be sure to use attractive price cards 
and keep all three lines clean. 
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EFT is a view of the 
glassware window of the 
Nicholas Hardware Co., Oak 
Park, Ill. 
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HE pyramid display above “: | “<) pr. 
sold Christmas china and we 
glassware for the Keith- 
Simmons Hardware Co., 
Nashville, Tenn. A few 
sprays of holly serve to in- 
ject Xmas atmosphere in this 
silverware display of the 
Newman Hardware Co., 
Columbia, Mo. Price tags 
stimulate chinaware sales for 
Barker, Rose & Clinton Co., 
Elmira, N. Y. (below) 
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Keeping Christmas Trade at Home tn 
Communities and Small Towns 


Here are _ three 
views of the 
Christmas Bazaar 
held by Young’s 
Hardware Store, 
Lindenhurst, 
N. Y., last sea- 








Al Young invited 
the people of Lin- 
denhurst to: visit 
his store and 
compare his 
pricés with those 
of Metropolitan 
stores 





Small Town Dealer on 

Long Island Holds Christ- 

mas Bazaar to Which All 
Are Invited 


in the winter and probably 6000 in the summer. 


Pint winter N. Y., is a village of 3600 people 


Situated directly on the double tracked Long 
Island R.R. with frequent train service, the townspeo- 
ple had little difficulty in getting to New York’s shop- 
ping center in one hour or to Brooklyn’s down town 
large stores in fifty minutes. The fare is about a dollar 
each way. More than sixty per cent of the town’s wage 
earners work out of the town. Many go to either Brook- 
lyn or New York. Metropolitan newspapers come to 
Lindenhurst on every train. In other words, Albert E. 
Young, hardware merchant of that town, had plenty of 
outside competition for holiday money. 


First Claim on Holiday Trade 


He felt he had first claim on holiday trade, but he 
had to collect that claim. Just because he deserved it, 
didn’t mean he was going to get it—but it could be got- 
ten and he went after it. 

The Young store is L shaped with entrances on two 
streets. Al took one section, and turned it into a Christ- 
mas bazaar. Both windows on that side featured holiday 
goods. Wherever possible he had visible price cards. 
Holiday crépe paper, tinsel, tree lights, holly, turkeys, 
Santa Claus and every other symbol of Christmas time 
decorated the merchandise displays. Inside the goods 
were on tables with similar decorations and visible 
price cards. The bazaar starts in the middle of Novem- 
ber and continues for the remainder of the year. 


Streamers and banners herald the Christmas displays. 
You couldn’t get within a block of the store without 
seeing the holiday goods and thinking what a fine place 
to buy holiday goods. | 

Every one in Lindenhurst was invited to visit 
Young’s Christmas bazaar, look at the goods, note the 
prices, and compare them with city prices advertised in 
Metropolitan newspapers. Al didn’t stress much the 
fact that he deserved the business. He emphasized these 
points—‘“‘You save two dollars car fare, two hours time 
and are sure of delivery, will be satisfied or we will 
make good, can pick from assortments equal to city 
stocks—we have suitable cards, wrapping paper and 
twine—will deliver Christmas eve if you wish,” etc. It 
was the old story of advertising and selling with the 
“You” angle. 

Al isn’t in the hardware business any more. Other 
interests in another city have taken him from Linden- 
hurst and from the hardware business. He had about ten 
years’ experience and for the past six years his Christ- 
mas trade has shown an annual improvement. 


Getting an Early Start 


His scheme is to do everything a big city store does, 
tell everyone he can and above all get an early start. 
The pictures give you an idea of the well assorted holi- 
day stocks carried at Young’s store. 

Last December we spent some time there and could 
easily see that the natives of Lindenhurst were mighty 
well pleased to do their Christmas shopping at home. 
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A well assorted line of Christmas cards, displayed in one 


of the windows of the F. Hersh Hardware Co., Allentown, 


Pa., has proved a help in the sale of general holiday hardware lines for this enterprising Pennsylvania dealer 


Hersh Renders Complete Holiday Service 
Selling Cards, Stickers, Tags, Twine 


TTRACTIVE Christmas cards well assorted, dis- 
played in one of the windows of F. Hersh Hard- 
ware Co., Allentown, Pa., help the sale of general 

holiday gift items. Everybody buys cards. There is 
a good margin of profit in their sale. They sell them- 
selves and attract additional trade, Arnold Lewis, presi- 
dent of this company tells us. The Hersh stock of cards 
would inventory about $200 and seldom will there be 
any carry over stock. Having a good assortment of 
gift tags, holly paper boxes and paper, colored wrapping 
twine and stickers enables this store to offer a complete 
service to Christmas shoppers. 

With practically every gift sale there is the extra 
15 or 25 cents for a suitable card. The cards are up 
front in the camera department, easily selected from 
a rack not unlike those used for railroad time tables. 


The stock includes assortments of one dozen cards with 
envelopes to sell at $1, as well as individual cards 
selling at 5, 10, 15, 20 and 25 cents. In each case there 
are envelopes to match. 

The sale of Christmas cards adds two or three hun- 
dred dollars to December volume and usually leads the 
way to sales in other departments. The cards are put 
on display the last week of November and bring people 
in all the time. Often the display of cards will bring 
new people in, attract transients and thus make new 
customers. Mr. Lewis believes every hardware store 
should cater to the holiday gift trade and should include 
in the Christmas campaign stock, cards, tags, stickers, 
holly boxes, holiday wrapping paper and suitable colored 
ribbon and twine; thus a complete holiday service is 
rendered. 





Why Margin Is Figured on Selling Price 


Because neither margin nor profit is made until the sale is made. 
Because all other retail business figures are based on their relation to sales, and all business 


figures should be uniformly determined. 


Because selling expenses are always figured in relation to sales. 


Because taxes are based on sales. 


Because total sales are usually available at a glance. 

Because allowances and discounts are always made on sales. 

Because mark-down is always figured on selling price. 

Because commission payments are always based on sales. 

Because chain stores, department stores, and all successful stores everywhere figure margin 


on selling price. 


Because a large part of lost profits in actual cases is traced to figuring margin on cost and 


expenses on selling price. 


TILL EAL Ae 


—From “Better Retailing.” 
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The Little Fellow 


By Saunders Norvell 


CAN not get away with 
| anything. I can write 
some wonderful things 
and nobody will say a word, 
but the minute I make the 
slightest little error, about 


steen correspondents take 
an unholy joy in calling me 
down! 

*% % * 


In my last article about 
Nova Scotia, I wrote that the 
Saint John catch of lobsters 
for 1924 was 68,303, of a 
cash value of $1,203,564. 
Now a public accountant 
friend of mine, who eats up 
statistics, writes me to check 
back on my lobster calcula- 
tions because they figure out 
about $20 per lobster, and 
even the night clubs in New 
York City have not yet worked lobsters up to that 
price! 

I referred again to my original source of informa- 
tion and found that the pamphlet from Saint John 
stated that in 1924 there were 68,303 hundredweight of 
lobsters caught. Some lobster catch! You see, my dear 
statistical friend, I was writing about lobsters that 
weigh 100 pounds each! ! I am sure, if you could get 
one of these lobsters—the kind I meant—that you 
would be glad and willing to pay $20 for it!!! So that’s 
that. 


about us. 


ss * * 


I have a nice letter from Fayette R. Plumb, sending 
me some of the reports of The Hardware Council. I 
have not heard from Brother Asbury. I do not suppose 
he will send me a Christmas card this year on account 
of what I wrote about his Atlantic City address! 

% xX *% 

Then, last night, at the meeting of The Hardware 
and Supply Dealers’ Association, I met R. J. Atkinson 
of Brooklyn and he took a fall out of me on my “KEY- 
NOTE” article. He told me a lot about the good work 
of The Hardware Council. All this is fine—splendid— 
but it seems to me that The Hardware Council must 
need a publicity agent. What is the use of all this good 
work in the interest of the trade if nobody tells the 
trade about it? I am simply trying to stir up a little 
excitement about The Hardware Council to bring the 
Council into the limelight. Let us have some dis- 
cussions about the work of the Council and then all of 
us will learn more about it. At the very first oppor- 
tunity, I propose to read the reports sent me by Mr. 
Plumb. Lately I have been pretty busy and now I will 


tell you why— . nl : 


As combinations and amalgamations seem to be 


Does the “Little Fellow” deserve 
any sympathy? According to sta- 
tistics compiled by some of our 
business experts, the ‘‘Little Fellow” 
is the cause of the high cost of 
distribution and all the rest of our 
business troubles. Most of us, 
unfortunately are “Little Fellows.” 
Therefore we can, most of us, read 
with a great deal of personal in- 
terest what Mr. Norvell has to say 





the order of the day, we de- 
cided to have one in our own 
business! Therefore, for the 
past 3 months, I have been 
taking a very expensive 
course in commercial law in 
the offices of one of the lead- 
ing legal concerns in New 
York City. Having secured 
my amalgamation, I now 
feel like putting up my 
shingle as an expert adviser 
for all those wishing to 
amalgamate. I feel just like 
the lady who went to Paris 
and got her French divorce. 
She is now writing all of 
her friends how nice and 
easy it was and recommend- 
ing to them that they go and 
= ) ; do likewise! 
* * * 

However, the funny thing about this amalgamation 
of ours is that I secured a first-class, intelligent, ex- 
perienced, energetic man to do my work and now I am 
having the interesting experience of sitting in an office 
next to his and watching him run this business that I 
used to run. This situation is very interesting to me 
because, knowing all of the problems of the business, I 
am naturally interested in seeing how he handles them. 
I am studying the difference between myself and a real 
executive! 


—The Editor. 





* ¥ x 


My successor is just getting under way, but the first 
impression I get from the manner in which he works 
is that while I thought and studied about things, he 
gets busy and does them. He took his place at his new 
desk at 9 A. M. and exactly at 9:01 by the clock, the 
fur began to fly. The fur is still flying! 


a * x 


The first thing my successor said to me was—“You 
had better go away and take a long vacation because 
if you stay here, you are liable to crimp my style.” I 
assured him that I would forget that I had ever been 
an executive—that I would keep quiet and not throw 
any monkey wrenches into the machinery. “Now’— 
said he—‘“‘when these old employees come to you and tell 
you their long story of woe, I do not want to hear from 
you about them. It is now my job to handle this pay- 
roll and I want a free hand.” 

* % *% 


Well, well! Since then there have been any number 
of indignation meetings held in my private office. I 
have learned things about our business, about our em- 
ployees and about myself that I never knew before. 
One thing does amuse me. Several of these employees, 
I happen to know, have been rather critical of me in 
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the past. They have not admired some of my moves, 
but now that another man has taken my job, they have 
all waked up to the fact that they have always had a 
deep and profound affection for me! But the man with 
whom they now differ, the man who is going to “ruin 
the business,” the man who needs somebody to guide 
him, is my successor!!! 
* % t 

I must admit that I feel again like the lady who got 
her divorce in Paris. At least, | am free. The re- 
sponsibility of running the establishment is no longer 
on my shoulders. After a good many years of being 
married to a business, the first feeling of freedom, I 
must admit, is a very delightful one. 

* * * 

My successor has not asked for it and he may not 
need it, but nevertheless and notwithstanding, he has 
my sympathy. He is working night and day. He 
moves quickly and slams doors. A long line of all 
kinds of salesmen wait in the ante-room to see him. He 
has to sit and listen to employees telling him how good 
they are. Poor fellow! How many years I have had to 
listen to people describing their many virtues! 

* * * 

Now I go to my office and the telephone is silent. My 
mail (except from NoWVa Scotia!) has fallen off. Nobody 
is coming to sell me anything. I can light a cigar, put 
my feet on the window sill and gaze out at the has-beens 
sitting on the benches in Union Square Park and there 
is nobody to remind me that I am not earning my salary 
—hbecause I haven’t got no salary! Glorious feeling! 

* + * 

I watch my successor work. He has all the business 
virtues. He is efficient, intelligent, works fast and 
works long hours. I think of George Ade’s story of the 
successful business man. As a boy, he picked up a 
silver dollar in the sawdust at a circus. He deposited 
this dollar in a bank. After that he started to get 
rich. It was a wonderful thing to watch that man 
make money. One day he woke up in a little white 
cot in a hospital. The physician sitting beside the bed 
holding his pulse remarked—‘“‘My dear friend, this is 
the end. You have only an hour or two to live.” The 
successful merchant glanced at his old friend, the 
physician, and asked only one question. “Doc’’—said 
he—“what has it all been about?” 

% * * 

But I started to write this article about the small 
merchant—the little fellow in business. Now it seems, 
from the statistics that are being compiled by -modern 
business experts, that the small merchant is the real 
cause of all of our business troubles. This little fellow 
buys goods in fractions of a dozen. Doing business on 
a shoestring, he insists upon immediate deliveries. He 
has hardly placed his order with the salesman before 
he telephones, asking when those goods will be de- 
livered. When he decides he has bought the wrong 
kind of goods, if they do not sell within a week or two, 
he packs them up, sends them back and deducts their 
cost on his next remittance. 

*% * + 

Having very limited capital, he is very slow pay. His 
remittances are irregular. The Collection Department 
has to continually dun him. Most of these letters are 
ignored. Being a poor accountant, he gets all tangled 


‘barrow. 
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up in his books. His books naturally do not agree 
with the books of the people from whom he buys his 
goods. The tangle gets worse and worse. Finally the 
salesman is instructed to straighten him out. Most 
salesmen .are not good accountants. They are not in- 
terested in straightening out accounts. The usual 
recommendation of a salesman who is asked to 
straighten out an account is to send a credit for all that 
it claimed and take a fresh start, the house of course 


to lose the amount of the credit! 
* * * 


Now, a business analysis shows that these small ac- 
counts demand the very best and most expensive ser- 
vice. They are very expensive accounts to handle and, 
in the last analysis, practically all of them are un- 
profitable. These little dealers take up the time of 
salesmen. The salesman hopes to get a good order but 
never gets it. If he sells them anything at all, it is 
a little jag of stuff that could be delivered in a wheel- 
It is a joke to see several salesmen at a time 
hoping to get the attention of one of these little fellows 
whose total business would not be profitable if you 
could get it all. 

* *% a. 

According to the talk I hear, all the sympathy of the 
trade press and of everybody else is being devoted to 
this little dealer. He must be protected from the chain 
store and the mail order house. He must be giver in- 
side prices so he can compete with the larger class of 
retail merchants. It seems to be the trade idea that 
everybody must do everything for this little dealer 
in order to keep him on the map when, as a matter of 
fact, according to some of the modern exponents of the 
science of business, the sooner the little fellow gets off 
the map, the better it would be for everybody. 

* * * 

What does my successor on my job think of the little 
fellow? One of his first moves was, with one gesture, 
to wipe off all of the little, direct-selling accounts on 
our books. He showed me statistics indicating that, 
considering the cost of salesmen, the cost of handling 
in the Accounting Department, the cost of the Credit 
Department and the hih cost of deliveries, these little 
accounts with little dealers were not only handled at 
a loss but were a general nuisance in the business. 

* % * 

All of my old, preconceived nations of business are 
being knocked into a cocked hat by these modern busi- 
ness experts. How many thousands of letters I have 
written, advising dealers to buy in moderate quantities, 
just as needed! I have warned them against overstock- 
ing. I have been the friend and defender of the small 
dealer. Now I am told that the little fellow today does 
not deserve any sympathy and that if he could be 
eliminated, the cost of distribution could largely be re- 
duced. 

* * * 

All this information about the little dealer comes to 
me as a shock. The next thing we know, an effort will 
be put on foot to stop creating so many little dealers 
all over the country who are trying to do business 
without sufficient capital! For further information, 
refer to the analyses of Dun’s and Bradstreet’s of the 
cause of business failures, one of the leading causes 
being lack of capital! 
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One of the frequent paint window displays used by J. A. Monson, Braham, Minn. 
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Note the simplicity of the above 


window and the way in which the manufacturer’s dealer helps have been brought into the display 


Monson Goes Out After Paint Business 


Small Town Minnesota Dealer Has Built Up an Enviable Paint Business Through 
Direct Solicitation and Aggressive Methods—Sold Two Hundred Gallons 


of Mixed Paint in Four Days’ Time ae. 


4 SHE manufacturer of hardware items sends his 
salesmen out to sell to the wholesalers; the whole- 
saler in turn, sends his salesmen to sell mer- 

chandise to the retailers; but the retailer too often sits 

back and waits for his customers to come into the 
store and buy. After thinking this situation over, 

J. A. Monson of the little town of Braham, Minn., 

decided to try a little of the “go-after-it’” method him- 

self. 
Talked Paint to Farmers 


This summer things were somewhat quiet in the store 
and Mr. Monson and his two clerks grew weary of 
waiting for customers—so the clerks started out to 
call on the farmers and talk to them about paint. In 
four days’ time they sold over 200 gal. of mixed paint. 

The Monson store has built up an enviable small town 
paint business through similar aggressive methods— 
paint sales last year were approximately $3,500 while 
the stock averaged about $700. The paint is housed in 
a section of open shelving in about the middle of the 
store with a large display board at one side covered 
with samples of brushes. Directly in front of this 


arrangement is an 8-ft. counter with a plate glass top 
under which are spread various color cards. 

Frequent window displays and an active mailing list 
are also used in building up paint sales. 


Compact Window Displays 


Note the photograph of the Monson paint window 
display, shown above, and you will see the way in which 
he ties up with the manufacturer’s dealer helps. Also 
note the simplicity of the display. Paint is one of the 
few hardware items which does not lend itself to dis- 
play as easily as some of the more attractive merchan- 
dise. However, Mr. Monson, through the use of a few 
cans of paint, attractive literature and show cards has 
been able to trim up some real neat window displays 
on paint. 

If you would like to increase your yearly sales in 
paint and varnishes it would be a good plan, un- 
doubtedly, for you to follow J. B. Monson’s policy. It 
has worked out admirably for this small town Minne- 
sota dealer, and it does seem to us that the same thing 
can be done by other progressive merchants. 


Reading matter continued on page 76 











November 25, 1926 HARDWARE AGE 75 


25 Soars « of 
Spe 

















cy ee = What D Does It Mean 
— ea to Buyers of —— 


/1955 
Wire Screen Cloth 


tha. 


Only through many years of careful research and 
study has it been humanly possible to produce “APEX” 
of exceptional quality and permanence. The beauti- 
ful uniform gray color wins it as many staunch friends 
as does its sturdy weaving qualities. It is made by 
treating steel screen cloth to a special electro zinc- 
coating process after weaving, and its durability 1s 
doubly assured by a baked-on coating of long oil varnish. 
Tested in every climate by discriminating Home-Own- 
ers, it has now become “The Standard of Comparison.’ 


Are you capitalizing on these features by stocking 
“APEX”? If not, vour géod judgment will prompt 
you to investigate. 


Distributed by Jobbers 
If your jobber cannot supply yeu, 


write us and we will give you the 
name of one who will. 


JOHN M. HART COMPANY 


Manager of sales for 


HANOVER WIRE CLOTH CO. 


General Sales Office: Factory: 
Old Colony Building, Hanover, Pa. 
Chicago, Ill. 
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More Letters on‘‘Red Ink or Black ? 


A Letter from Secretary Sheets 


F I correctly interpret the editorial “Red Ink or 

Black” it is in the nature of an arraignment of all 
branches of the hardware trade for operating without 
profit. In such a case I am afraid I cannot speak with 
much authority, for while I know something of the 
financial returns to retailers, I have no knowledge 
whatever of the profits enjoyed by manufacturers and 
wholesalers. 

Of course, in common with everyone acquainted with 
the hardware business, I know that certain lines are 
marketed in ways wholly unprofitable to retailers, and 
I have often wondered why this should be. 

But in most instances I have had to content myself 
with the thought that many foolish things are done 
in the competitive strife for volume; for apparently 
it is a very easy thing for the business man to delude 
himself with the idea that volume (at any price) is 
the open doorway to profit. 

Doubtless it is also true that competition through 
retailers often dissipates the possibility of profit on 
certain kinds of merchandise, but in too many cases 
the causes for this absence of margin are not of their 
own making. 

HERBERT P. SHEETS, 
Secretary-Treasurer, 
National Retail Hardware Association. 


(Signed) 





Will Always Have Cut Prices 


OUR argument in “Red Ink or Black” is sound, but 
as long as there is competition there will always 
be a tendency to cut prices, a condition which after 
all must be worked out in each community. 
(Signed) GEO. SCHUELE, JR., 
Vice-president and Secretary, 
Bomar-Summers Hardware Co., 
Louisville, Ky. 





Mighty Strong Editorial, Writes 
N. R. H. A. President Beatty 


THINK “Red Ink or Black” is a mighty strong 

editorial and with only reading it once, gather the 
impression that there is a great deal of food for 
thought in same. The points taken are such that every 
hardware man can appreciate them. 

My first reaction is that there are so very few lines 
left in the hardware business which might be truly 
termed hardware competition. I believe there are more 
hardware merchants today studying hardware business 
from the standpoint of profit than ever before. 

I think these merchants will be particularly interest- 
ed in this editorial and the first reaction you will get 
from them is “What lines are exclusive hardware 
lines?” as most every one of our so-called exclusive 
hardware lines have other sources of distribution. 


This editorial will do good and I believe it should be 
followed up by others along the same lines. 
(Signed) HOBART R. BEATTY, 
President, National Retail Hardware Association, 
Clinton, Ill. 





Right to the Point 


66 ED Ink or Black” is very good. Right to the 
point. 
(Signed) J. YESTERN, 
Chas. Weiland Co., New York City. 


Will Do Great Good 


HAVE read and re-read with much interest, your 

editorial in the HARDWARE AGE of November 11th, 
on “Red Ink or Black,” and you have said in a clear 
and forceful manner, what so many people have dis- 
cussed. It is one of the strongest editorials I ever read 
and I believe it will do a great deal of good to the 
hardware business of this country. It is a pity that it 
cannot be seen by more than the hardware trade, as it 
unquestionably applies to many others. 

I just wanted you to know our feeling. 
(Signed) H. F. SEYMouR, vice-president, 
Columbian Vise & Mfg. Co., Cleveland, O. 








Not Apparent to Retailers 


HE condition of eliminating profits may exist 
= onan manufacturers and jobbers—yet it does not 
seem apparent to the retailers to whom those gentlemen 
sell merchandise, unless we except several items in 
builders’ hardware at present time. 

And I am of the opinion that the average retailer 
does ‘try to get a fair profit on the bulk of his mer- 
chandise; he fails in that respect usually when he be- 
gins to compete for quantities to mills and to contractors. 
There are some exceptions we have found this year but 
not many. 

It is true that dollar for dollar, the values in hardware 
items are greater than in any other line of merchandis- 
ing I know of—when sold at retail. 

And as I write this, I wonder what are now considered 
and respected as “essentially hardware” items The list 
is much smaller than it used to be. 

(Signed) JOHN B. FOLEY, 
Secretary, New York State Retail 
Hardware Association. 





Gospel Truth Hits Vital Question 


HE article “Red Ink or Black”’ is the gospel truth, 
le of course hits the vital question in the minds 
of so many, but it is strictly up to the interested parties, 
and not “up to Geo.” The contest among the manu- 





(Continued on page 102) 
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DooR-Ways 


with ordinary hardware 





are a problem / 


Slide the doors inside and you are 
through with trouble for all time 


'HE trouble with ordinary 

arage doors is: they 
shrink or swell, stick, sag and 
the hardware gets rusty. That’s 
because the doors and the hard- 
ware are unprotected from 
weather—the equipment was 
not designed by experts who 
know garage door requirements. 


All of these annoying, incon- 
venient features are impossible 
when the doors are equipped 
with Slidetite hardware. 


By sliding and folding in- 
side, Slidetite equipped doors 
leave a clear, unobstructed, 
full-width opening. Wind can- 
not blow them es Ice and 
snow cannot impede their oper- 
ation. Simple adjustments in- 
sure doors that will always 
fit snug. 


Slidetite equipped doors are 
ideal for any garage, 2 to 10 
doors, openings up to 30 feet 
wide, and no center post. 
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When a garage is not deepenoughto fold 
the doors inside—Slidaside is the cor- 
rect hardware. Doors so equipped slide 
around the corner, flac against the wall. 


Slidaside can be used for two car 
garages by sliding doors to both walls, 
and is adaptable to any garage, regard- 
less of distance from jamb to side watt. 
Both Slidaside and Slidetite equipment 


provide for anentrance door—doesaway 
with expense of a separate entrance. 











78 


HARDWARE AGE 


Toledo District Winchester Club Convention 
Mass Meeting of Merchandisers 


Recommends Winchester 1927 Sales Promotion Service— 
Harry G. Walther, Bucyrus, Ohio, New President 


WO HUNDRED AND SEVENTY-FIVE people registered at 

the Toledo Convention among whom were fifty-one ladies. 
This largest attendance in the history of the club was a big trib- 
ute to the excellent work of President Clarerice J. Wehrle of Cleve- 


land, Ohio. 


With him in two big series of the group meetings have 


been associated Phil. G. Wuertz, Charles A. Ireland, Fred Wier, 
M. E. Eppley, Fred Pekoc and Jess Weldon, the live wire secretary 


of the club. 


J. Clarke Coit, president of the Sim- : 


mons Hardware Co., made the major 
talk of the convention on the subject of 
“Get Off the Nail Keg,” which outlined 
the necessity for action on the part of 
the hardware men today in keeping the 
hardware business in the distributing 
sun, 

Sam Crawford, general agency man- 
ager and producer of the Winchester 
Herald drew from personal merchan- 
dising experiences in chain stores. He 
spoke on “Better Retailing” as an au- 
thority on windows, newspapers, direct- 
by-mail literature and creative sales- 
manship. 





E. M. Healy, of Dubuque, Iowa, pres- | 


ident of the National Association of 
Winchester Clubs, and Charles _ T. 
Woodward, secretary-treasurer of the 
National Association, officially repre- 
sented the parent organization. Both 
of these gentlemen are past presidents 
of the National Association. 

Ralph W. Carney, of the Coleman 
Lamp Co., spoke on “Welding the 
Weakest Link,” which was a master 
talk on the necessity for salesmanship 
in the retail store. 

Josh Claridge, president of the Win- 
chester Club of the Chicago district, is 
one of the most forceful speakers in 
hardware. His talk on “Cooperation in 
Cooperative Selling” was a_ master- 
piece. 

Phil. G. Wuertz, of Cleveland, mem- 
ber of the National Board of Winches- 
ter Governors was the headliner on the 
second day. He outlined the action of 
the Cleveland Winchester Association 
in their remarkable success with co- 
operative selling promotion which has 


B. A. Cushman to Open New 


Retail Store in Cranston, R. I. | 


B. A. Cushman, for fifteen years 
associated with the Atlantic 
Hardware Co., and later as manager 
of the branch 


nounces that he is about to establish 


a retail hardware store at 10 Rolfe | 


Street, Cranston, R. I., under the firm 
name of the Cushman Hardware Co. 


Coast | 


store of the Carlisle | 
Hardware Co., Springfield, Mass., an- | 





made this group one of the most active, 
compact bodies of organized hardware 
in the country. 

J. P. Margeson, Jr., of the central 
staff at St. Louis, general manager of 
sales promotion, completely covered 





Harry G. Walther 


the 1927 sales promotion of the Win- 
chester Plan, and demonstrated the 
manner in which this service covers 
every phase of creative selling. At the 
same time tieing it in with many new 


'merchandising features for the coming 


year. 


talked on chain store competition with 
the authority of intensive study. 

The following officers Were elected: 
Harry G. Walther, Bucyrus, Ohio, pres- 
ident; J. S. Ogden, Ashland, Kentucky, 
first vice-president; Louis F. Wolf, Mt. 
Clemens, Mich., second vice-president; 
Jess Weldon, Toledo, Ohio, secretary- 


treasurer. Board of directors: James 
Bailey, Lockland, Ohio; A. J. Groves, 
Huntington, W. Va.; Harry Magee, 


Winchester, Ind. 


C. F. Rockwell to Address 
Hardware Booster Meeting 
Charles F. Rockwell, secretary-treas- 
urer the American Hardware Manufac- 


turers’ Association, will be the guest 
and speaker at the next meeting of the 


Hardware Boosters at the Hardware | 


Club, 253 Broadway, New York City. 


A lunch will be served at 1.15 sharp. 
A delegation of Nutmeggers will pay a 


return visit in appreciation of the Hard- 


Shelf and builders’ hardware, paints, | 
window glass and electrical appliances, | 


etc., will be handled. 


ware Booster delegation which attended 
the recent Nutmegger meeting. 
Boosters and guests are welcome. 


i 
i 
} 
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Paul Rothenberg, of Napoleon, Ohio, | 
a merchandiser of the modern school, | 
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George C. Gale Dies 


Old Time Michigan Hardware 
Man Passes Away at His Home 
in Detroit Following a 
Week’s Illness 


George C. Gale, manufacturers’ rep- 
resentative, Detroit, Mich., died at his 
home in that city on Nov. 1 at the age 
of 72 years, following an illness of a 
week of acute indigestion and pneu- 
monia. 

Mr. Gale was born in Farmington, 
Mich., and attended the public school 
there, later going to Mount Clemens, 
where his father was in the hardware 
business. As a youth he clerked in his. 
father’s store and then became travel- 
ing representative for a wholesale 
hardware firm in Buffalo, N. Y. Later 
he was employed by Buhl Sons Com- 
pany, wholesale hardware, iron and 
steel, Detroit, for seventeen years. 
Mr. Gale represented Buhl Sons Co. 
in upper Michigan for a number of 
years and later was appointed sales 
manager. He resigned in 1905 to enter 





business for himself, specializing in 
representative manufacturers’ lines. 
For the past eighteen years he had 





George C. Gale 
| EES AS ERI. AAO E EENEBRG 


maintained offices in Detroit as manu- 
facturers’ representative of hardware 
lines. Mr. Gale was a successful sales- 
man and business man. A courteous, 
genial manner, coupled with a fine ap- 
pearance, made him one of the out- 
standing figures in the hardware trade 
in Michigan. 


Ralph White Appointed by 
. Dietrich, Scobell & Co. 
Dietrich, Scobell & Co., 130 Fifth 


Street, New York, N. Y., distrib- 
utor of nails, wire goods, etc., an- 
nounces the appointment of Ralph 


White as manager of sales for Man- 
hattan, Bronx and part of Westchester 
County. | 
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Three Important Mailing Pieces 
Coming to You! Watch for Them! 


Just before December first, three important Con- 
goleum-Nairn announcements will be ‘‘on the 
wing’’ to the floor-covering trade of America. No 
merchant who is interested in bigger profits should 
fail to read these messages before placing his sea- 
son's contract. 


On December first, the 1927 Congoleum-Nairn 
line of smooth-surface floor-coverings will be 
shown at the National Sales Office and Show- 
rooms, 295 Fifth Avenue, New York City, and at 
the branch offices listed below. 


CONGOLEUM-NAIRN INC. 


New York—295 Fifth Avenue Chicago—14 East Jackson Boulevard 

Philadel phta—1421 Chestnut Street Boston—g9 Chauncy Street 

Pittsburgh—4125 Jenkins Arcade Bldg. Cleveland—6300 Euclid Avenue 
Minneapolis—411 Plymouth Building New Orleans—118 North Front Street 
Atlanta—618 Healey Building Dallas—1209-10 Southwestern Life Bldg. 
Kansas City—7210 Dwight Building San Francisco—180 New Montgomery Street 


Hardware Division Headquarters—1421 Chestnut Street, Philadelphia, Penna. 


+ 














80 
Experienced Steel Man 
Heads the Connors 
Hoe and Tool Co. 


T. F. Connors, President and 

General Manager, Has Been in 
the Business Since 1895— 
Concern Has Modern Plant 


T. F. Connors is president and gen- 
eral manager of the Connors Hoe and 
Tool Company, Columbus, Ohio, a 
new company incorporated this year 
to manufacture a line of forks, hoes 
and rakes, etc., using his new Cork- 
steel handle exclusively. 

Mr. Connors started in the steel 
goods business in 1895 with the Brown- 
Hinman and Huntington Company and 
continued with that firm until 1905 
when he organized the United States 
Hoe and Tool Company. After two 
years of successful operation this con- 
cern was taken over by the Union Fork 
and Hoe Company, which was organized 
at that time. 

Mr. Connors was elected secretary 
of the latter concern, holding that posi- 
tion for a number of years, later be- 
coming vice-president and _ general 
manager, a position he held until he 
resigned in November, 1925, to organize 
the Connors Hoe and Tool Company. 

The Connors company has a large 
and modern plant and is manufacturing 
a quality line of tools. 

The new Corksteel handle is of tubu- 
lar steel and is made from a special 
analysis steel, wrapped with a special 
cork, which is put on with a water- 
proof cement, guaranteed not to come 
off. 


—_—_ eee 


Additions for Walker 
Manufacturing Company 
Are Well Under Way 


The Walker Manufacturing Co., Ra- 
cine, Wis., is increasing its foundry 
floor space to meet the increasing de- 
mand for its line of Walker Jacks. 
New additions, totaling 16,200 sq. ft. 
of floor space, are being added. One 
unit has been completed and the con- 
struction of another unit has begun. 

The Walker company manufactures 
all types of automotive jacks. 





J. F. Hofman Resigns from 
Phillips-Lafitte Company 


J. F. Hofman, who for the past six 
years has been associated with the 
Phillips-Laffitte Co., Philadelphia, Pa., 
as secretary and sales manager has 
resigned and entered into business for 
himself as_ direct manufacturers’ 
representative and distributor in Lans- 
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T. F.. Connors 








downe, Pa., with office in Philadelphia 
at 1713 Ranstead Street. 

Mr. Hofman will continue to repre- 
sent the Phillips-Laffitte Company in 
all its lines, consisting of welding 
plates, brazing and tempering products 
and hardware specialties in Metropoli- 
tan New York and States of New York, 
Pennsylvania, New Jersey, Delaware, 
Maryland and Washington, D. C. 





Batavia, N. Y. Retail Store 
Changes Ownership 


Frank R. Young, who. for the past 
ten years has conducted a retail hard- 
ware store at 104 Main Street, Batavia, 
N. Y., announces that he has disposed 
of his business to Fred J. Van De- 
Venter and Charles H. Eichenger, both 
of Batavia, who assumed possession on 
Nov. 19. 

Mr. Van DeVenter was formerly con- 
nected with the Outlet Company, Ba- 
tavia, and Mr. Eichenger for several 
years was identified with the hardware 
firm of Steel & Torrance Company, Ba- 
tavia. 


Supplementary Announcement 
Made by Green-Case, Inc. 


As a supplement to the recent an- 
nouncement in these columns of the 
appointment of Charles G. Johnston as 
eastern representative for the Green 
line of tackle cases, Green-Case, Inc., 
Racine, Wis., announces to the trade 
that Cavanaugh Brothers, 89-91 War- 
ren Street, New York City, will still 
continue to handle all eastern business 
on the Green line of tool cases. 

Mr. Johnston, with headquarters at 
98 Park Place, New York, will handle 
eastern sales of the company’s tackle 
division only. 


Reading matter continued on page 82 
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Stevens & Company 


Now Located 


at Worcester 


Vacates New York Office to 
Take Up Quarters in Plant 
of Stevens - Walden - 
Worcester Co. 


Although the consolidation of Stevens 
& Company and Walden-Worcester, 
Inc., took place officially last August, 
it was not until very recently that the 
two companies joined actual physical 
forces. In vacating its offices and 
warerooms at 375 Broadway, New York 
City, to take up quarters in the plant 
of Stevens-Walden-Worcester, Inc., lo- 
cated in the suburbs of Worcester, 
Mass., Stevens & Company say good- 
bye to a business home that has been 
closely identified with the history of the 
automotive industry for the past 
decade. 

The removal of the stocks from the 
New York warerooms to Worcester 
constituted an undertaking of no mean 
proportions, calling for a fleet of heavy 
trucks in daily operation for eight 
weeks, 

All shipments of “Speed-Up” tools 
will now be made from the Worcester 
plant, which will also house the com- 
bined executive, engineering and cler- 
ical staffs of the two companies. 

The export division of the consoli- 
dated company remains in New York, 
occupying a large portion of the Stev- 
ens & Company ‘offices at 375 Broad- 
way, where a full line of samples is on 
display for the convenience of foreign 
buyers. These lines will include Stev- 
ens “Speed-Up” tools, Walden-Worces- 
ter wrenches and the products of a 
group of manufacturers of standard 
automotive appliances, represented in 
the foreign field by Stevens-Walden- 
Worcester, Inc. 





Dates of Leipzig Trade 
Fair Announced 


The Leipzig Trade Fair, represent- 
ing every phase of the industrial life 
of Germany, will be held from March 
6 to 12, 1927. The fair makes it possi- 
ble to measure definitely the recent 
progress of German industries. It will 
include more than 12,000 exhibits, a 
gain of over 300 per cent over any pre- 
war fair. The official announcement 
shows that substantial progress has 
been made along all industrial lines. 
From previous experience it is esti- 
mated that more than 150,000 buyers 
from upward of fifty countries will 
attend. The United States will be 
better represented both as exhibitor and 
buyer at the Spring Fair than ever be- 
fore. 

Detailed information concerning the 
exhibits may be obtained from the Leip- 
zig Trade Fair, Inc., 630 Fifth Avenue, 
New York. 
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READY! Goldwyn 1927 Line 
Folding Camp Furniture 


The famous Goldwyn one piece construction embodied in our steel and wood cots and folding arm 
chairs, have won first place in the lines of America’s leading jobbers and dealers. 


High quality plus our liberal discounts make the Goldwyn line desirable to every dealer. 
Before placing your 1927 order for camp and outing furniture, get the Goldwyn proposition. 





























A wonderful chair. Folds compactly. 
Steel chair made of special high-carbon 
full round steel tubing. Reinforced with 
“S” brackets. Wood chair made of clear 
hardwood, beautifully varnished and 
rounded. Seat and back of both steel 
and wood chairs are heavy canvas, 
green or orange striped, also olive drab. 
Chairs finished in maroon and green 
enamel. Beautiful, practical anddurable. 





Foldarm 
Steel Chair 


No. 46W—with olive drab canvas, list $3.85 ea- 
No. 50W—with striped canvas, list $4.20 ea. 





No. 50M—with olive drab canvas, list $4.20 ea. 
No.54M—with striped canvas, list $4.50 ea 








Goldwyn Steel Stool and Chair 


The legs are extra heavy structural channel 
steel with round rod reinforcement; the most 
substantial construction possible; enameled a 
beautiful maroon. Seat and back of extra 
heavy olive drab canvas. Packed 6 to a bundle. 
agen % shipping weight per dozen, stools 60 
lbs.—chairs 72 lbs. 


No. 14—Stools, each, list............. $1.20 
No. 19—Chairs, each, list............. $1.60 











‘‘Superior”’ Folding Stool and Chair 


Made with heavy steel “S’”’ brackets. Made of 
fine selected hardwood frame with heavy olive 
, drab canvas seat. Metal parts maroon enamel. 


**Leader” Folding Stool and Chair 


Two wonderful numbers made of fine hard- 
wood with heavy olive drab canvas seat. Pack- 


ed 6 to a bundle. Approx. shipping weight per * Packed 6to a bundle. Approx. shipping weight 
dozen, stools 33 Ibs. — chairs 42 Ibs. per dozen, stools 39 Ibs.—chairs 52 Ibs. 

No. 7-—Stools, list, each............. $ .60 No. 9—Stools, each, list... ... $ .75 
No. 9A—Chairs, list, each............. -75 No. 12—Chairs, each, list .. ee UT 














eee PIECE FOLDING corn 
aa 














Made in hardwood or steel tub- 
ing. Automatic self-locking 
bracket. No end pieces to drag f 
ee 7” into place. No hinges to pinch - - 
Goldwyn “King” Steel Tubing Cot the fingers. Several different Goldwyn “Jack” Hardwood Cot 
with Fele Padded Top models. Famous One-Piece Construction . 
p: cot -— Dee -, one. oe top ie a felt Le pl sane mangoes, noaey gauge agareen noletes 
ttom of which is covered with imported clot rackets e top 1s dyed olive drab and made 
and the top with canvas. The warmest and most Famous Goldwy “ latch on steel of our special weave extra heavy duck. Opened: 
comfortable cot built. Opened: 6 ft. 6 in. long, cots assure rigidity, prevents 6 ft. 4 in. long, minimum width 26 in. Folded: 
minimum width 26!» in. Folded: 39 in. x 5in. x sagging and takes up stretch. 38 in. long, 5 in. square. Weight: 18 Ibs, 
7 in. Weight 21 Ibs. Wrapped individually. Wrapped individually. 
No. 81— Price, each...........see0-- $6.75 No. 51— Price, each............... $4.25 





Write immediately for literature and liberal discounts. 
Order samples from this page. 


Goldwyn Mfg. Company 


1455 West 37th St. Dept.S1 Chicago, M1. ‘cio 


Piece Cots 











SZ 


Auto Accident Fatal 
for L. Kay Grundy 


Vice - President of Hillerich & 
Bradsby Co., Louisville, Ky., 
Meets Instant Death in 
Los Angeles 


L. Kay Grundy, vice-president of the 
Hillerich & Bradsby Co., Inc., manu- 


facturer of ball bats and golf equip- | 


ment, 434-436 Finzer Street, Louisville, 
Ky., was instantly killed on Nov. 12, 
in Los Angeles, Cal., when the automo- 
bile he was driving skidded on a wet 
pavement and was precipitated over a 
70-ft. cliff. 

Mr. Grundy had been identified with 
the Hillerich & Bradsby Co. since 1913, 
representing that firm in the territory 
west of the Mississippi River. Until 
four years ago he resided in Louisville, 
moving to Pasadena, Cal., on account 
of Mrs. Grundy’s poor health. He 
maintained an office in Los Angeles. 

In addition to his connection with the 
Hillerich & Bradsby Co., Mr. Grundy 
represented the R. J. Ederer Co., Chi- 
cago; Stratton & Terstegge Co., Louis- 
ville; Horton Manufacturing Co., Bris- 
tol, Conn., and the North Hampton Cut- 
lery Co., North Hampton, Mass. 

The funeral was held in Pasadena on 
Nov. 15. 


New Toy Manufacturer 


The Vermillion Toy and Manufactur- 
ing Co. has recently been organized and 
incorporated at Vermillion, Ohio, 
manufacture a line of toys. 





Connecticut Paint Salesmen 
Hold Banquet at Hartford 


Several Nutmeggers were the guests 
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piro, American Wall Paper Co., 
witty and interesting talk. 

Joseph L. White, past president of 
the Connecticut Paint Salesmens’ Club, 
spoke on cooperation between dealer 
and salesman. Cards followed the reg- 
ular party. 


gave a 


Evans F. Jones Now President 
Park Manufacturing Co. 


Evan F. Jones has become president 


and treasurer of the Park Manufactur- 


ing 
‘turer of door checks, 


of the Connecticut Paint Salesmens’ 
Club at a banquet held Nov. 11, Hotel 
Heublein, Hartford, Conn. After a fine | 


Leon Schwartz, Paterson-Sar- 
gent Co., and president of both organ- 
izations, made an appropriate address 
of welcome to the visiting Nutmeggers 


dinner, 


and several local paint dealers who at- | 


tended. 

Wm. G. Adams, 
of the National Council of Traveling 
Salesmen’s Associations, was the prin- 
cipal speaker. 


managing director | 


He told of the accom- | 


plishments of the Council and of its | 
present campaign to eliminate the Pull- | 


man surcharge and to reinstate the 


mileage book. 

Mark Miller, Yale & Towne Mfg. Co., 
an active Nutmegger, invited the paint 
salesmen to participate in the annual 
party of the Nutmeggers to be held the 
night previous to the Connecticut Hard- 
ware Association convention in Feb- 
ruary. 

Paul J. Ziglatski of P. G. Ziglatski, 
Inc., a local merchant, offered a tribute 
to the knights of the road. Jos. Sha- 


Mass., manufac- 
screw machine 
products and hardware _§ specialties. 
Mr. Evans acquired the interest for- 
merly held by Thomas Crabtree who 
had been president and general man- 
ager. 

Four years ago Mr. Jones retired 
from active business as the treasurer 
and general manager of the Morgan 
Spring Co., 
ing Co., Worcester, Mass. 


Co., Worcester, 





Evan F. Jones 


and National Manufactur- | 
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A. W. Hawkes Heads 
Congoleum-Nairn 





Linoleum Manufacturer Elects 
New President—Long Busi- 
ness Career with General 
Chemical Company 


Albert W. Hawkes has been elected 
president of Congoleum-Nairn, Inc., 
manufacturer of hard-surfaced floor 
coverings, Philadelphia, Pa. 

Born in the Middle West less than 
fifty years ago, Mr. Hawkes is still a 
young man, and approaches his new 
“job” with a broad experience behind 
him in the management of men and 
affairs. 

At the age of sixteen he had finished 
his second year in the Chicago High 
School, and found it necessary to get a 
job. He went with the Nichols Chemi- 
cal Co., which concern was later ab- 
sorbed by the General Chemical Co. 
His first real promotion came in 1908, 
when, at the age of thirty, he took over 
the position of western manager of 
sales, which was handled so admirably 
that seven years later he was called to 
New York to assume the duties of 
director of sales for the entire com- 
pany. Still later he was appointed 
vice-president and general manager. 

In taking the helm for Congoleum- 
Nairn, Inc., his many friends in the 
business world have no doubt but that 
he will make good because he has 
demonstrated time and again that he 
is an executive of the highest type— 
keen, progressive and result-producing. 














Marketing New Electrician’s 
Bit of Special Analysis Steel 


The Snell Manufacturing Co., man- 
ufacturer of bits and boring machines, 
Fiskdale, Mass., is now offering to the 
trade a new electrician’s bit of high 
quality, forged from a special analysis 
steel. It is being marketed under the 
trade name, Red Rover. 





| The six superior features claimed for 
‘this new bit are screw, spur, cutting 
{ edge, throat, twist and finish. 





iC. W. Many, Treasurer of 
, Remington Arms Co., Dies 


Charles W. Many, treasurer of the 
Remington Arms Co., 25 Broadway, 
New York, died at the Methodist Epis- 
_copal Hospital in Brooklyn on Nov. 18. 
| Mr. Many started with the Reming- 

_ton organization forty years ago as an 
| office boy for M. Hartley & Co., which 
was later consolidated with the Rem- 
ington company. He was secretary to 
Marcellus Hartley and handled his per- 
| | sonal affairs. 

| When the consolidation was effected 
_Mr. Many was appointed assistant 
| treasurer and later treasurer. 


Reading matter continued on page 84 
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BUTLER BROS. 
Chose 
BACKUS WOVEN BOXES 


Ordinary methods of filling orders would be neither 
economical nor practical for a concern as large as Butler 
Brothers. This large wholesale house has developed a 
system that is the height of efficiency. As you can see | 
from the above letter, Backus Woven Boxes are an im- | 
portant part of this system, not only because they “fit in” | 
so well, but because they stand up under the abuse inci- | 
dental to this kind of work. | 


How do you handle your orders? How much of your 
profit is absorbed in the high cost of filling large orders? 
Probably no line of merchandise is so difficult to handle, 
pack and ship as is hardware, especially heavy hardware. 
Hardware wholesalers who must fill large orders in a 
hurry from stock can speed up deliveries and cut the time 
of billing these orders by utilizing Backus Woven Boxes. 
These containers lend themselves to any system of order 
handling. There is a size and shape for every require- 
ment. Concerns that use them can testify that they 
have saved time and money by using these woven boxes. 




















| 
| 
| 
| 
| 
| 














Let us go over your problem and see if it isn’t possible 
for us to suggest a system of handling your orders that 
will cut your costs and help you keep delivery promises. 


A. BACKUS Jr. & Sons 


1537 Lafayette Blvd. 
DETROIT MICHIGAN 
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Tax Legislation at December Session 
of Congress Is Very Improbable 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


ROPOSED tax legislation at the short session of Congress which 
convenes in December already has developed muddy waters. 
Business interests of the country had hoped that when the sugges- 
tion arose, the subject, so vital to them, would shine with pristine 
clearness and reflect lamb-like amity. But to say that they or any- 
one else with the slightest degree of sophistication complacently 


expected such serenity is a quite different matter. 
Moreover, it is doubtful if there will be 


and they did not get it. 


any legislation at all at the short session concerning taxes. 


They did not, 
There 


are some honest differences of opinion and naturally there are 
political cuttlefish who are only too willing to make the muddy 


water muddier. 


The idea of President Coolidge is that 
confusion thrown around the subject 
should be eliminated entirely. The pro- 
posed legislation has been spoken of in 
terms of refunds, credits, rebates, etc. 
It is understood to be the White House 
view that all the terms should be dis- 
carded and in their place the term tax 
reduction used. 

It plainly is the view of President 
Coolidge that the administration plans 
to return 15 per cent, instead of the 
originally proposed 12% per cent, on 
individual and corporation income taxes 
due in 1927. Such a plan is held to be 
nothing more nor less than tax reduc- 
tion. But many of the Democrats in 
Congress already have announced vig- 
orous opposition to the proposal. Also 
business interests of the country at a 
recent meeting here, attended by such 
prominent organizations as the Na- 
tional Association of Manufacturers, 
the National Machine Tool Builders’ 
Association, the American Mining Con- 
gress, the National Association of 
Lumber Manufacturers, etc., went on 
record strongly for permanent tax re- 
ductions. 

As a result, they are planning to pre- 
sent to the Ways and Means Commit- 
tee of the House a program calling for 
the repeal of the additional one-half 
of one per cent levied on corporate in- 
come, applicable in the calendar year 
1926, and repeal of the additional one- 
half of one per cent made effective for 
the current calendar year. The cor- 
porate income tax is now 13% per cent, 
representing an increase made at the 
last session of Congress despite de- 
creases made in other taxes. To busi- 
ness interests of the country this is a 
distinct discrimination. 

Representative John N. Garner of 
Texas, ranking Democrat on the Ways 
and Means Committee, has come out 
vigorously for “permanent tax reduc- 
tion or nothing.” This stand, in oppo- 
sition to the Administration’s plan, easi- 





many complications. 





ly bears the possibility, if not the prob- 
ability, of endangering any tax legisla- 
tion at all at the next session of Con- 
gress. Representative Garner says he 
favors the elimination of all the so- 
called nuisance taxes, including the au- 
tomobile, admission and dues levies. 
He would cut the corporation tax from 
13% per cent to 11 per cent. It is his 
view that his plan woud save taxpay- 
ers $400,000,000 or more, which, he 
says, would be justified by a surplus 
for this year of almost $500,000,000. 
This is a distinctly higher figure than 
that given by the Treasury, which does 
not see a surplus at this time in excess 
of $300,000,000. The idea of the Ad- 
ministration is not to proceed too far 
in making cuts until the revenue-bear- 
ing qualities of the present tax law are 
given further tests. Secretary of the 
Treasury Mellon is represented as stat- 
ing that the 1926 law has not been in 
operation long enough to show what it 
may do in producing revenue for 1928. 
Chairman Martin B. Madden, Illinois, 
of the Committee on Ways and Means, 
has approved Secretary Mellon’s sug- 
gestion that the proposed credit or re- 
duction should be raised from 12% per 
cent on the corporate income tax. Mr. 
Madden said he saw no reason why the 
refund could not be made applicable to 
payments due next March. It is evi- 
dent that any credit or so-called tax 
reduction plan would entail a great 
One point in par- 
ticular has been raised in this connec- 
tion. It has been explained that the 
corporation income tax is usually paid 
by the corporation itself. The assump- 
tion has been that it would not be pos- 
sible to credit each individual stock- 
holder his or her 12% per cent, hence 
the relief would go to the corporation, 
not to the individual stockholders. It 
is understood to be the plan of the Ad- 
ministration to see that relief is given 
to individual taxpayers whether as 
stockholders or purchasers of products 





on which an excise tax is paid, such as 
in the case of automobiles. 

Whatever the tax program may be, 
it is evident that it faces many serious 
obstacles and it remains to be seen if 
they can be removed. 

” * ” 


In a recent address before the 
Washington Chapter of the American 
Institute of Banking, Alfred Reeves, 
general manager of the National Auto- 
mobile Chamber of Commerce, spoke 
favorably of installment buying. He 
conceded that there is foolish install- 
ment buying as well as foolish cash 
buying, but calculated that 90 per cent 
of the credit business in the automobile 
industry was sound, with its leaders 
working to eliminate the unsound 10 
per cent. 

Mr. Reeves said that it is estimated 
that approximately six billion dollars’ 
worth of goods is purchased each year 
on credit of which approximately three 
billion dollars is for automobiles. 

Continuing, Mr. Reeves said: 

“Outstanding installment paper at 
any one time in our industry is around 
$1,500,000,000; the average time is 12 
months; the average amount $528, and 
outstanding note about $275. There is 
nothing alarming about this figure 
when compared with the $25,000,000,- 
000 a year being paid out in wages 
and $1,500,000,000 a year being ac- 
cumulated in new savings. 

“Among other things it might be 
mentioned that: 
“Tnstallment 

thrift. 

“It enables people to get at once 
things of value or utility to them. 

“It leads people to put money into 
articles of real value. 

“An economical advantage is that 
increased and steady production gives 
even the time buyer the article at a 
lowered cost. 

“It has the merit of increasing the 
cost only to the time buyer. 

“It permits the financing of con- 
sumption, whereas in the past, financ- 
ing has generally been only for pro- 
duction and for retailing. 

“Tt puts a responsibility on a person, 
which insures his doing more and 
better work. 

“Broadening markets in the automo- . 
bile industry, with time selling, have 
permitted record values. Surveys 
show the automobile industry giving 
$1.16 for the 1914 dollar, while the 
cost-of-living dollar is 59 cents. 

“One survey showed losses of less 
than one-fifth of 1 per cent on a busi- 
ness of $500,000,000.” 


buying encourages 


Reading matter continued on page 86 
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New Horton 
cAutomatic 
Troner 
{Gas or Electric} 













The 
Horton No. 34 
Electric Washer 


{Submerged . 
cAgitator} 














eA Horton for every 
purse and purpose 
HORTON AUTOMATIC IRONER HORTON NO. 30 


Peerless Water Motor Washer 


HORTON No. 22 
Miracle Hand Power Washer 


30inch Roll, Gas and Electric Heat 
HORTON No. 34 

Submerged Agitator Washer 
HORTON No. 40 HORTON No. 23 

Three Cup Suction Washer Motor High Speed Hand Power 
HORTON No. 33 : Washer 

WoodTubElectricAgitatorWasher p}ORTON No 35 
HORTON No. 33-P Single Cup Vacuum Hand Power 

Wood Tub Power Washer Washer 








HORTO 














by the Largest 
Washer Dealer 
in the Country 


and why | 


WASHING MACHINE DEALER, 
OF considered as the largest in this 

country, with fifteen years’ expert- 
ence selling most makes and types of wash- 
ers, has just decided to adopt the Horton line 
exclusively. For seven years he has handled 
Horton. On the record of actual sales and 
service, he now chooses Horton alone. 
We do not, however, gauge our success by the 
size of our dealers. In the list of regular Horton 
customers are many of the largest—and also many 
of the smallest dealers in the country. Business 
relationships stretching over periods of fifteen, 
twenty, and even fifty years are not uncommon. 


What is it that ties these dealers to Horton, year 
after year, in good times and bad ? 


Fundamentally, it is the spirit in which Horton 
does business. 


We try to humanize our business relationships— 
to develop friendspips—and thus build our own and 
our customers’ business on the firm foundation of 
confidence. 


Every man in the Horton office and plant is con- 
scious of the tremendous obligations involved in 
such relationship. 


And so Horton Washers and Ironers must be as 
good as it is humanly possible to make them in 
order to keep faith with our friends. 


Horton Manufacturing Co. 
Fort Wayne, Indiana 


Washers 


lroners 








GOOD PRODUCTS — Yes / and above all else: GOOD FRIENDS 
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General Market News 





Current Hardware Sales Good— 
Holiday and Fall Lines Active— 


Credits Show Improvements 
W ve the year 1926 drawing to a close the hardware business 


reports a good volume of current sales. 


The demand is largely 


for holiday merchandise and fall hardware lines, in wholesale 


markets. 


Seasonal lines are active with retailers and some consumer 


interest for holiday goods is reported. 


Staple lines are running light according to reports. 


There appears 


to be a tendency towards buying only for immediate requirements on 
staples, though no important price decline is expected. 


Credits in hardware markets show encouraging improvements. 


De- 


partment of Labor reports show a decline in hardware employment 
but a slight increase for general employment. 





Holiday Goods More Active in 
Northwest Territory 


Business in the Northwest is showing 
the approach of the holiday season, not 
only in the lines of merchandise dis- 
played, but in the character of the 
goods being purchased by the public. 
Sales are fairly good, but still are not 
as brisk as the general opinion of the 
merchants seems to _ indicate’ they 
should be. 

Collections are at about the same 
rate they have been for some time, with 
the results of the crops clearly reflected 
in this particular from the different 
sections of the Northwest. 





Glass Advances in Boston; 
Lead Shot Declines 


Mixed changes in prices are noted by 
the Boston jobbing trade. On the up 
side we have slight advances in window 
glass and corn planters, with indications 
of a still further advance in the former. 
On the other side of the ledger we have 
a drop of 10c., a bag in shot, and slight 
declines in certain styles of sprayers, 
in shovel and post hole spoon handles 
and in mop wringers. 





Chicago Prices Are Stable; 
Current Business Satisfactory 


While the dealers are still following 
a policy of “hand to mouth” buying and 
are in many cases failing to anticipate 
their requirements for next spring and 
summer the volume of business for 
immediate shipment is very satisfac- 
tory. Orders for the most part are 
small but frequent, with holiday mer- 
chandise in especially active demand. 

Prices are very stable with no 
changes again this week. 


Donley Hose Reel Prices 
Announced for 1927 


The Donley Mfg. Co., 10585 Quincy 
Ave., Cleveland, Ohio, announces 1927 
oe on Donley products. The Donley 

o. 2 hose reel will be $14.40 per dozen; 
No. 10 reel $21.00 per dozen. Donley 
screen door guards take a discount of 
50 and 10 off list, The reel No. 10 is a 
new model designed for those requiring 
a larger model than No. 2. 


ee 


U.S. Radio Production Very 
Large for 1925 


It is reported by the Department of 
Commerce that radio receiving sets 
valued at $89,000,000 were manufac- 
tured in the United States in 1925. 
The valuation is that put on the sets 
by the manufacturers so that the retail 
value was probably about double this 
amount. The value of the receiving sets 
manufactured represents 52 per cent 
of the value of all radio apparatus pro- 
duced during the year. The total num- 
ber of receiving sets manufactured was 
2,293,278, of which 112,656 were of the 
crystal type. 

In addition manufacturers turned out 
$40,000,000 worth of parts, exclusive of 
tubes, loud speakers and head-sets. 
Tube output amounted to $20,000,000, 
and the combined value of speakers and 
head-sets was $21,000,000. The number 
of tubes produced was 23,934,658, loud 
speakers 2,606,866 and head-sets 1,397,- 
443. 

The table given below shows how the 
radio industry has progressed since 
1909. The table gives the total value of 
all radio products for the years indi- 
cated: 1909, $448,000; 1914, $792,000; 
1919, $8,075,000; 1921, $9,550,000; 1923, 





$54,000,000; 1925, $170,391,000. 


Reading matter continued on page 88 





Basic Materials Markets 
Kindred to Hardware 


Price tendencies in finished products 
being largely the reflection of condi- 
tions in the raw materials market, we 
present here a few opinions, from re- 
liable sources on several basic products 
of interest to the hardware trade. 

COPPER.—Market is comparatively 
quiet with price of 13.875 cents for car- 
lots holding. Bulk of buying appears to 
be for December and January ship- 
ment. There is some rumor of price 
shading at press time, but no definite 
data available. 

LEAD.—Volume of buying is good 
from 7.80 to 8 cents. Most orders call 
for prompt November shipments with 
some business being booked for Decem- 
ber. 

ZINC.—Demand is light with Novem- 
ber price at 7.225 and December offer- 
ings at 7.60 to 7.625 cents. 

ALUMINUM.—Prices appear to be 
advancing with demand consistent. 

TIN.—Unsteady market reported as 
far as buying is concerned. 

TURPS.—Slight declines were given 
last week due to abundant supply re- 
port from the south. 

ROSINS.—Firmer tone in this mar- 
ket, with demand improving. 

LINSEED OIL.—Demand has im- 
proved a little, but prices are about the 
same. 


Saunders Norvell Sells Large 
Share of Interest in McKesson 


& Robbins, Inc. 


The many friends of Saunders Nor- 
vell will be interested to know that 
he has sold a large part of his interest 
in McKesson & Robbins, Inc., New 
York City, to F. Donald Coster and 
associates. Mr. Norvell has_ been 
chairman of the board of directors for 
some time, but will hereafter have 
the less strenuous task of chairman of 
the executive committee. 

This sale brings about the consoli- 
dation of McKesson & Robbins, Inc., 
and Girard & Co., Bridgeport, Conn. 
The combination will continue as Mc- 
Kesson & Robbins, Inc. Mr. Coster, 
who has been president of Girard & 
Co., becomes president of the com- 
bined organizations. Herbert D. Rob- 
bins, formerly president of McKesson 
& Robbins, Inc., becomes its chairman 
of the board. The executive commit- 
tee consists of these three men. 
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who do something for you! 


we dealer can afford to ad- 
dress his best selling efforts to 
the price-buying public that wavers 
between him, Brown, Jones . . . and 
the 5 & 10? A cent’s variation sways 
them; no dealer is ever sure of his 
trade. 


But on Quality buyers . . . the in- 
telligent buyers who know from ex- 
perience that only the best will pay 

. you can rely for the steady con- 
sumption of your most profitable 
lines. 

You need not “‘cut’’ to attract or 
hold them. Satisfaction draws such 
customers in of their own accord. 


They are loyal repeaters . . 
mend you to their friends. 


It is to cater to their Quality cus- 
tomers that prominent hardware 
stores carry good stocks of Vollrath 
Ware... keep it out in front, where 
it wins their hea -paying trade. 


Ask them about theirexperience with 
it and dealers will invariably tell you 
. ‘Vollrath Ware gives us quicker 
turnovers, fewer complaints and less 
returns than any other similar line.’’ 


The Vollrath Selling Plan has a 
number of suggestions that bring in 
new business and draw old customers 


. recom- 


back. Several thousand dealers are 
using it with fine success. Are you 
acquainted with it? 
The Vollrath Salesman will ex- 
lain the plan to you... or write us 
a full information now. 


Be certain of what you need 


Avoid over-ordering or under-buy- 
ing by using Vollrath Stock Sheets. 
They give direct check on the move- 
ment of every item in your line and 
save you time, money, uncertainty. 
Quick, steady turnovers are assured 
this way. The Vollrath Salesman 
does the work for you. . . Ask him 
to explain how. 


Yoana Tt 


THE VOLLRATH COMPANY, 


See the Vollrath advertisement in The 


Established 1874 





SHEBOYGAN, WISCONSIN 


Ladies’ Home Journal — November 
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Hardware Trade Satisfactory in Chicago 
Territory—No Price Changes Noted 


(Chicago office of HARDWARE AGE) 


NDITIONS surrounding the hardware trade in the Chicago 


territory continue to be somewhat irregular. 


Colder weather 


is stimulating the already very satisfactory demand for win- 
ter items and the call for holiday merchandise, which began some- 
what early this year, is steadily increasing. On the other hand 
future orders for spring delivery are falling way behind last year’s 
record. The demand for staple items is steady and satisfactory 
although individual orders are rather small. 

There is a marked stability in prices with practically no changes 
from week to week. While most prices are decidedly firm there is 
little anticipation of any early advances. 

The steel industry in this district continues to operate at about 
85 per cent capacity with the railroads as the heaviest buyers. 
Steel plates and structural steel are showing a slightly increased 


demand. 


According to the report of the State labor department employ- 
ment conditions in Illinois are the best they have been in the past 


five years. 


AUTOMOBILE ACCESSORIES.— 
Sales are holding up exceptionally well 


for this season of the year. Prices are 
without change. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: 
Spark Plugs.- 
50c. each; regular, 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A, C., 53c. each: 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 
gopet Light. — Appleton, No. 3280, 
anne, —Non-skid, 
35 per cent discount. 
Jacks.—-National Standard, No. 21, 
$1.10 each. 
1% _ in. 


Pumps. 
$1.85. 

Tires and Tubes.—30 x 3%, over- 
size cord tires, $10.50 each; regular 
cord, $7.45 each; gray inner tubes, 
30 x 3%, $1.50 each; red inner tubes, 
30 x 3%, $1.75 each. 


AXES.—Prices are unchanged and a 
normal seasonal demand is reported. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 
dozen base; double bitted, $19 dozen 
base: good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
dozen base. 


BOLTS AND NUTS.—tThere is a nor- 
mal volume of orders and prices are 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount: small 
carriage bolts, rolled thread, 50-5 per 
cent discount; machine bolts cut 
thread, 50-5 per cent discount; small 
machine bolts, rolled thread, 50-10-5 
per cent discount: all stove bolts, 
75-5 per cent discount; lag screws, 
60 per cent discount. 

BUILDERS’ HARDWARE.—Sales are 
holding up well at the present low 
prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, 
$1.92 per doz. pair: 4 x 4 steel butts, 


old copper and dull brass finish, $2.70 
per doz. pair; heavy steel bevel in- 


Splitdorf, for Fords, 


58c. each; Cham- 


dozen pair lots, 


— Rose, cylinder, 








side sets, $5.50 per doz. sets; steel 
bit-keyed front door sets, $1.50 per 
set; wrought brass bit-keyed front 
door sets, $3 per set; cylinder front 
door sets, $7 per set. 


CHAINS.—There is a fair demand and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: *% in. proof. coil 
chains, $8.50 per 100 lb. Henso Bull 


Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.—The 


demand is normal and prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—The demand for heating 
appliances is very strong. Holiday 
business has started rathédr early this 
year. 


We quote from jobbers’ 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber covered wire, $6.85 per 1000 
ft.; in 1000 ft. lots, $6.35. No. 18 
lamp cords, $14.25 per 1000 ft.: in 1000 
ft. lots, $13.65; % in. brush brass key 
sockets, 15%c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 
two-piece attachment plugs,  12c. 
each; dry cells, boxes of 50, 32c. 
each; less than case —, 36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, a 62 
each; No. 770, $3. 33. each; No. 772, 
$3.62 each; No. 486, $3.85 each. 

Battery Chargers.—-Apco line, 
of less than 10, $13.50 each net. 

Loud Speakers.—Western Electric 
No. 522 W, $2.50 list. Discount, 30 
per cent. 


FILES.—There is a good steady de- 
mand with prices firm. 


We quote from jobbers’ 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—Though the 
demand usually subsides about this 
time of year to make way for the holi- 
day business, this year a very interest- 
ing volume still continues. 


stocks, 


lots 


stocks, 


Reading matter continued on page 90 





We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 


after-made tubs, my 1, $6; No. 2, 


$6.85; No. 3, $8; qt. galvanized 
after-made pails, $2. “22 12 qt., $2.33; 
14. qt., ; One ‘gal. gal- 
vanized oil cans, $2.35 doz.; 2 gal., 
$4.00 doz.; 3 gal., $6.00 doz.; 5 gal., 
$7.00 doz.; 1 bu. galvanized baskets, 
$6.20 doz.; 


No. 26% bu. bailed gal- 
vanized measures, $4.50 doz. 


NAILS.—A very satisfactory volume 
of orders is being received, although 
the individual orders are not large. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Common wire and cement-coated 
nails, $3.05 per keg base. 


PAINTS AND OILS.—Sales are nor- 
mal for this season and prices are 
again unchanged for the week. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Ojl.—Raw, barrel lots, 93c. 
per gal.; 5 barrel lots, 90c. per gal. 
Linseed Oil.—Boiled, barrel lots, 
ay per gal.; 5 barrel lots, 93c. per 
gal. 
Turpentine.—Drum lots, 95c. 
Denatured Alcohol. — Barrel lots, 
42c,. per gal.; steel drums extra, $6 
returnable. 
White Lead.—500-lb. lots, $13.73 per 
100 Ib. net: 100-lb. lots, 4; 50-lb. 
lots, Ly % 25-Ib. lots, $3. 65; 12% -lb. 


lots, 
dl nm Ib. ry —— $2.60 
per gal.; orange, $2.3 gal. 


English Venetian nd nab barrels, 
$3.50 to $6.75 per 100 Ib. 


Pats Paste.—Barrel lots, 7%4c. per 


STEEL SHEETS.—The demand is 
— quiet. Prices show- no change. 


= from jobbers’ stocks, 
f.o. tA icago: 24 gage galvanized 
sheets, $4.80; 28 gage galvanized 
sheets, $5.30 per 100 Ib.; 24 gage 


black sheets, $3.95; 28 gage black 
sheets, $4.20 per 100 lb. 


WIRE PRODUCTS.—Sales are run- 
ning a little better than normal and 
prices are firm. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: Wire staples, No. 8 
black annealed wire, $3.05 per 100 Ib.; 
No. 9 galvanized plain wire, $3.50 per 
100 lb.; catch weight spool galvanized 
cattle or hog wire, $3.75 per 100 Ib.; 
80-rod spool of galvanized hog wire, 
$3.25 per spool. Polished fence 
staples, $3.50 per 100 Ib. Wire cloth, 
black, 12-mesh, $1.65 per 100 sq. ft.; 
galvanized, 12-mesh, $1.95 per 100 sq. 
ft.; bronze, 14-mesh, $5.75 per 100 sq. 
ft. Galvanized poultry netting: Gal- 
vanized before made, 57%4-5 per cent 
discount; galvanized after made, 
52%-5 per cent discount. 


WRENCHES.—tThere is an active de- 
mand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
Electrical Set, in metal cases, $2.75; 
No. 101 Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8. 80; No. 
404 Flexible Socket Set, $7.50; No. 608 
Crankcase Drain Plug Socket, $3.20; 
No. 900 Square Socket Set, $3.70; No. 
1878 Giant “Snap-on,” with extra 
heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 
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Milbradt—Another 
Timken-Equipped Mower 


Just as Timken-equipped hand mowers save muscle that is 
ordinarily wasted on friction, Timken-equipped power mowers 
save gasoline. Any type of Timken-equipped mower does a 
better job because any part that runs on Timken Bearings 
will stay in line and do its work smoothly and quietly. Yet 
Timken Bearings need lubrication only a few times a season. 





Timken-equipped mowers also look neater, because Timken 
Tapered Roller Bearings can be so compactly housed. 


People recognize the extra value of Timken Bearings, not only 
because of Timken advertising, but through personal experi- 
ence with Timken-equipped automobiles and other machinery. 
Mower manufacturers like Milbradt, who have adopted 
Timken Bearings, give the dealer a big sales advantage. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


TIMKEN 


Tapered 
ROLLER BEARINGS 
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Current Trade Is Satisfactory by New” 
York Hardware Jobbers—Holiday | 


HARDWARE AGE 


and Fall Goods Active 


URRENT business in the New York wholesale hardware market 


is considered satisfactory in most quarters. 
last week sales took a strange spurt in this market. 


The early part of 
The week 


previous business had lagged somewhat due it is believed to unsettled 


weather. 


At press time the weather is still unsettled but sales are 


showing a continued improvement, not large but consistent. 


Holiday goods are very active in the wholesale market. 
demand is fair enough for this early date. 
fairly good also but staple lines are running light. 


improvement. 


Consumer 
Fall goods are moving 
Credits show some 


Though there is considerable rumor heard regarding competitive 
prices in this market, this phase of local activity does not appear to 
be a serious matter, as the majority of prices are firm. 


Game Traps in Demand 


in Up State Towns 


Up state towns, in Long Island and 
northern Jersey, and in fact all sections 
outside of the city limits, are enjoying 
an active sale on game traps. Prices 
are uniform, and local stocks satisfac- 
tory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Victor traps, No. 0, $1.20; No. 1, 
$1.50; No. 1%, $2.70 and No. 2, $3.65 
all per doz. 

Jump traps, No. 0, 75; No. 1, 


$1. 
$2.00; No. No. 2, $4.80— 


all per doz. 


N. Y. Demand Is Fair 
for Staple Items 


Such staple items as bolts, nuts and 
screws are in fair demand at the pres- 
ent time. Prices continue unchanged. 
Local stocks are probably adequate, 
though it is said that New York whole- 
sale stocks are not heavy. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Bolts and Nuts 


Machine bolts, *% by 4 and smaller, 


1%, $3.10; 


i) and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, *% by 6, 
and smaller, 40 off list; larger and 
longer, 40 off list. 

Stove bolts, 80 off list 


Lag screws, 50 and 7% off list. 


Screws 


Discounts on wood screws: Iron 
Bright, Flat Head, 77% per cent; Iron 
Bright, Round and Oval Head, 75 per 
cent; Iron Blued, Round Head, 75 per 
cent; Brass, Flat Head, 75 per cent; 
Brass, Round and Oval Head, 72% 
per cent. 

These discounts apply to revised 
list of June 24, 1922. . 

EX TRAS—20-10-10-5 per cent. 


Garage Sets Very Active; 
New York Stocks Good 


The demand for garage sets continues 
to be very active in the New York 











| market. Stocks are in good condition, 
_and prices given here are representative 


of local offerings. 


JOBBERS’ QUOTATIONS 
TAILERS, F.O.B. NEW YO 


Garage sets, $2.25 per set: in lots of 
12 or more, $2.10 per set; in lots of 
72 or more, $2.00 per set, 

Garage door holders, $1.65 per pair: 
in lots of six or more pairs, $1.50 per 
pair. 


TO RE.- 
RK: 


Future Demand Is Light 


for Snow Goods 


Metropolitan distributors report only 
a fair amount of interest for snow 
goods. Orders placed early in the season 
have been delivered, but in the metro- 
politan territory there has been no use 
for this material. Stocks are good, and 
prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Snow shovels, long handle ‘steel, $4 
doz.; snow shovels, long handle steel, 
in lots of 6 doz., $3.75 doz. 

Galvanized snow shovels, $10 doz.; 
Menzie, $9.60 doz. Snow pushers, 
18 in., 83%c. each net; 24 in., $1 each 
net. 


N. Y. Demand Is Good for 
Stove Pipe, Elbows 


The local demand for stove pipe, el- 
bows, dampers, stove boards and kin- 
dred lines is very active since the 
middle of September. Stocks apparent- 
ly are satisfactory, and prices through- 
out the city appear to be uniform. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 


Stove pipe, 4 in., 13%c.; 4% in., 
15e.: 5 in., 16%c.: 5% in., 18c., and 6 
in., 2le. per length. 

Stove pipe elbows, 4 in., $1.50; 4% 
in., $1.68; 5 in., $1.80; 5% in., $1.98 
and 6 in., $2.22—all per doz, 

Stove pipe collars, 4% in., 45c.; 5 
in., 50c.; 5% in., 55c.; 6 in., 60c. and 


7 in., $1.15—all per doz. 

Stove pipe dampers, 4% in., $1.20: 
5 in., $1.25: 5% in., $1.32: 6 in., $1.40; 
7 in., $2.15 and 8 in., $3.60—all per 
doz. 
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Weatherstrip Very Active; 
N. Y. Stocks Adequate 


The varied weather of the past ten 
days has not affected the very active 
demand for weatherstrip in the New 
York wholesale hardware market. A 
strong demand continues, with prices 
firm, according to reports. Local stocks 
are apparently adequate, and there is 
no rumor of any shortages or price 
changes. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 


Wirf’s weatherstrip, 500 ft. on reel, 
maroon, $48.50 per 1000 ft. White, 
$60 per 1000 ft. 

Nero weatherstrip, 500 ft. on reel, 
$36 per 1000 ft. 

Economy metal weatherstrip, 36 in. 
by 36 in. by 36 in. for windows, $27.36 
per case and $1.14 per carton. Same 
42 in. by 42 in. by 42 in., $31.68 per 
case and $1.32 per carton. Each car- 
ton contains sufficient equipment for 
one window. A case contains 24 car- 


tons. 
Same for doors, 36 in. by 8&4 in., 


$28.30 per case and $1.20 per carton. 
Same, 42 in. by 84 in., $30.96 per case 
and $1.29 per carton. Each carton 
contains complete equipment for one 
door. A case contains 24 cartons, 


Improved Demand Reported 
for Linseed Oil 


Commercial reports find an _ im- 
proved demand for linseed oil, with 
imag unchanged. Carlot prices in 
ew York are about 11 cents. Card 
prices are: 


In lots of less than 5 bblis., 11.9c.; 
in lots of 5 bbls. or more, 11.5c.; Cal- 
cutta Linseed Oil in bblis., 15.7c.; 
Boiled Oil, 4/10c. extra per Ib.; Dou- 
ble Boiled Oil, 5/10c. extra per Ib.; 
a i“ half bbls., 7/10c. per Ib. addi- 
tional. 


Good Demand Is Reported 


for Furnace Scoops 


Furnace scoops continue to be very 
active in the metropolitan hardware 
market. Local stocks are fair, due to 
replacement orders received by local 
wholesalers. There has been some talk 
about shortages, but this rumor appears 
to be incorrect, or at least exaggerated. 
Prices are firm, and not expected to 
change. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 


Furnace scoops, hollow back, mal- 
leable D handle, $5 per doz.: riveted 
with wood D handle, $9.50 per doz. 


Sash Cord Sales Good; 
Prices Are Holding 


The recent decline on sash cord has 
not affected the local demand particu- 
larly. A good steady sale is reported 
by local distributors, with prices as 
given here holding as far as can be 
learned. New York wholesale stocks are 
apparently satisfactory. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F. 0. B. NEW YORK: 


Sash cord, Samson, Spot No. 8, 64c. 
per lb. Phoenix, No. 8, 34c., per Ib.; 
Sachem, No. 8, 29c. lb., and 
Aetna, No. 8, 25c. per Ib.; No. 7, 
takes lic. per lb. advance, while No. 6 
is 3c. per Ib. higher. 
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They ae 


Pontiac 


$ 140 List 


who believed 
ave Profiting - 


HEN we announced the Mohawk One Dial 

Radio line for 1926-27, we offered to deal- 

ers an opportunity to sell looks, value, per- 
formance, and the fruits of a leadership gained 
through years of one-dial pioneering. Of these 
the latter is perhaps most important, but to see 
why requires foresight and keen merchandising 
sense ... Hundreds of dealers had that foresight 
and merchandising sense and believed, as we did, 
that the pioneer in any field is best equipped in 
experience and prestige, and so is surest of leader- 
ship. They believed and they are profiting now 
with Mohawk One Dial Radio . . . Now that we 
have proof to add to promises, we urge again that 
you write or wire at once for the complete story 


of Mohawk One Dial Radio. 


Mohawk Corporation of Illinois 
Establish d 1920 
Independently Organized in 1924 


2220 Diversey, at Logan Boulevard, Chicago 





Cherokee 


$65 List 


SENECA—Mohawk One Dial, six-tube 
shielded radio set in wal- $5 750 


nut drawer. List price 
CHEROKEE—Shielded. Rich walnut 
hand-rubbed piano finish. Full piano- 
hinged. 1034 ins. high, 13 4 ins. ~ 4 
deep, 15% ins. long. List price 6 
WINONA — Shielded. Rich $80 


walnut. 24 ins. long. List price 
CHIPPEWA-—Shielded. Rich walnut, 


two-toned. Built-in loud $110 


speaker. List price .. . 


PONTIAC—(In large illustration). 
Shielded. Burl walnut, drop front. 


Built-in loud speaker. 46 $140 


inches high. List price . 
GENEVA—Shieldted. Front full burl 


walnut, inlaid. oe speaker built 
into dome, 44 ins. high. List 

ee 
POCAHONTAS—Shielded. Burl wal- 


nut inlaid. Built-in loud speaker with 
7-foot horn. 45% inches 
lem. List pelos. 2 ks ts $300 
Prices west of the Rockies 
slightly higher. 
Canadian prices 40% higher. 


E tablished 1920 
Independently Organized in 1924 
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Staple Lines Active in Pittsburgh 
Territory—Prices Are Firm 


(Pittsburgh office of HARDWARE AGE) 


HE low price of cotton in the past week has begun to find re- 

| flection in the hardware articles into which that staple enters 

and lower prices by as much as 10 per cent are noted in sash 
cord, clothes lines, twine and cotton mops. 

Effective Nov. 15, the various makes of automobile tires and tubes 
were marked down, the reduction running from 10 to 20 per cent, 
the greater cut being in balloon tires. Hardware business in this 
area still is reported as fairly good, with interest in holiday goods 
on the increase and in the meantime a steady demand for items 
seasonal to the time of year. There has not been much really cold 
weather this fall and the sale of stoves and heaters has not been up 
to expectations, although probably making a reasonably good show- 
ing with the average of the past few years. 

Builders’ hardware is doing well and a good business is in sight. 
The monthly report of the Fourth District Federal Reserve Bank 
for October is out and it shows that for the district business was 
about 514 per cent less than in the same month last year in mone- 
tary value. In volume, business was at least equal to that of Octo- 
ber last year and some of the local jobbers note a gain in both vol- 
ume and value of last month’s sales over the same month last year. 
Collections are fairly good. 
AUTOMOBILE ACCESSORIES.—tThe 
price of alcohol has jumped rather 


sharply under the influence of a 
stronger demand inspired by cooler 





BATTERIES.—Demand is steady and 
strong for radio batteries and those for 
flashlights also are going well. 


weather. A line of distilled glycerine Fg ne to retailers 
for radiator protection in cold weather Broken Unit 
is taking well here; the price is consid- re a. ~~ $0.97 
erably higher than for alcohol, but the No. 164 ad-ceaiebéiil 1.22 1.14 
pangs tes sey ty that - a ae GR Bebeebtabeactsins: 1-40 1.30 
s not have to be removed when l.° an; “0 ssvccesauwes ; 
does not No. 773 ........... 2.62 2.44 
winter passes. NO. 770 «2... seeeees 3.33 3.00 
>rices , @ . .0.b. No. a atesnaeesucl ° ° 
Prices from jobbers’ stocks, f.o a wee Sreeneret ey? “40 Or 


Pittsburgh, follow: 
No. 6 d cells, ignition t unit 
Spark Plugs.—A. C., lots of 10 to packages, "Ron eo 8 ype 


90, 53c. each; lots of 100 or more, 50c.; Flashlight.—No. 935, 91%4c. each: No. 





C. No. 1075 for Ford cars, lots of 7 . 
10 to 90, 36c. each; lots of 100 or 3ithe. No, 7a ite No, Tal —_. _ 
more, 34c. Hot Shot. 

Lamps.—21 cp., 6-8 volt, list price, $2.35. 


35c. ef 6-8 l list 
abc. each; 3 ep. 6-8 volt. list Price, | Borns NUTS AND. RIVETS.—There 


er onal in lots of less than 50, and . . . 

40 per cent for lots * 50 or more. is no change in price and the demand 
Speedometers.—A. for Ford cars still is steady rather than active. 

aasacainainn each high pres , aoe quote out of jobbers’ stocks as 

— ‘e oOllOoOWS: 

sure, lots of less than . a... _——~ Machine bolts, small rolled threads, 

~ of od alan 1. 43- lots of 16 50 and 10 per cent off list; all sizes 
ots OF less - ee Te Ay S cut threads, 50 per cent off list: car- 

or more, $1.08 7: — ~ ge riage bolts, small rolled threads, 50 

= 5. os, than 10, $1.1 ots 0 tal per cent off list an sizes cut threads, 
ore _ —_ 45 per cent o ist; stove bolts, 
Alcohol.—In barrel lots, 45c. to 47c. and 10 per cent off list; tire bolts, 40 


per gal. and 10 per cent off list; nuts, hot 
tanks, $2.10 per gal.; 30-gal. tanks, % in., $16 per og 5/16 in., $14; % in., 


ttle 7% cans, case lots, 2.30, $11; a. gifs $10; % in., sn ¥%, in., $8: 
» $2.60. rivets, sma wagon an 


gal. steel drums, with faucet, grades 


A, E and Arctic, $10.50 list; B, $13.70 BUILDERS’ HARDWARE.—This line 





oe aeenoe. 7 makes. still is good in this district, where there 
lots of a ——- ~ per _ pe is a good deal of office and theater 
list; lots of 10 to 19, 35 per cent o oa as . : 
list: lots of 20 or more, 40 per cent building and more in sight. 
off list. 
Windshield Cleaners. = Trico, uni- GAME TRAPS.—The report about 
versal automatic cleaners 25 each. sines : : ; : 
Jacks.—Millers Falls No. 145, $3.75 business still is wee Jobbers quote 
each. Coil “pring No $1.28 per dozen; 
Pumps.—Anthony line, $2.20 each. Victor, $1. "33: Triumph, No. 1, 
Chains.—Single pairs, 30 per cent $1.38; jump, ‘No. 1, $1.83; Gibbs, 2- 
off list: lots of 10 to 50 pairs, 35 per trigger, No. “7 doz. ; single grip, No. 
cent off list; lots of 50 pairs and over, $1.88 , $3. 35: No. 3, $5.50; No. 
40 per cent off list. ry $6.7 0. 





HEATERS.—Demand is only fairly ac- 
tive, as the weather has been a little too 
mild on the whole this fall for really 
good sales. Jobbers quote oil heaters: 
Nesco, No. 12, $3.75 each; No. 15, 
$4.75 each; No. 016, $5.50 each. Re- 
liance, No. 20, $4.60 each; No. 30, $6 
each. 
MINING SUPPLIES.—tThere is still a 
good call for mining supplies, but some 
doubt has been thrown over the future 
by the continued recession in prices and 
the fact that they are now down to 
levels that makes it doubtful if all 
mines can continue in operation at the 
advanced wages named as of Nov. 1. 
Jobbers quote: 


Lamps, $9 to $12.50 per doz.; caps, 
1.60 to $4 per doz.; picks, finished, 
5.50 to $7.50 per doz. : black, $3.75 to 
$5.50; carbide cans, $1 to 1.25 per 
doz.; powder cans, 5 Ib., $2.25 to $3 
per doz. 


PAINTING SUPPLIES.—-Turpentine 
has advanced Ic. per gal. No change is 
noted in lead or oil and ready mixed 
paints are holding at recent prices. 
Business is fairly good. 

Prices to retailers: 


Ready mixed paints, best grades, 
$2.85 per gallon; lower grades, $2.25; 
white lead, 15\4c. per lb. in 1 00-Ib. 
lots; 10 per cent less in lots of 500 Ib. 
or more and extra 4 per cent less 
in lots of a ton or more; turpentine, 
$1.04 per gal. in barrel lots; raw lin- 
seed oil, 12.5c. per Ib. in barrel lots. 


WEATHER STRIP.—There is a good 
market, particularly for metal strip. 
Jobbers quote: 


ye ane felt, % in., $1.80 per 100 
ft.; % , $3; cushion, all felt, in., 
$2.40: %'in., $2.80; 34 in. $3.26; ail 
rubber, % in., $2.40; % in., $3.25; 1 
in., $4. 

WIRE PRODUCTS.—There is the usual 
tapering off in sales that comes at this 
time of year, but mill prices are holding 
and there is no change in resale prices. 


We quote from Pittsburgh jobbers’ 
stocks: 


Fence Wire: 

(Per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gage...... $3.00 $3.45 
Th MiP Sree 6outibooweese 3.05 3.50 
tt I Hensteneenadidae 3.10 3.58% 
nt in - thevededheed cota 3.15 3.65 . 
St nh “hs ee Céiewenewees 3.25 3.80 
ae hebewesedeseaese 3.35 4.00 
AD” tats a chel di et iad adi 3.55 4.25 
ae ee 3.75 4.45 

Barbed wire (per 80-rod spool): 
EE, ED 5 einen a eet hee $3.00 
LIND snc sc 0'b0cbcecndiedsce ets 3.20 
, ME) debe 66 unenchdéeées 3.20 
Rt Pr wicked sa cds beundedee 3.50 
2-point cattle (special).......... 2.25 

Field Woven Wire Fence (per 100 
rods): 

DE. Ktieevetecdbenusébetoteond $30.00 
DM indudilbdewebusssbieus aah 54.75 

Poultry: 
a a $35.66 
Oe ey ee ee 43.00 
Ce ed ee Bond dh ie Gas 48.50 

Steel Fence Posts 
Bf “me rer Cee ee 50c. each 
ak £666 ead beens Ge0ecseueees 55c. each 
PO lei ek ek Dale ota 65c. each 


Bright nails, base, per keg, $2.95 
to $3. 
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Clear or 
Inside Frosted 


15 Watt 





25 Watt 





40 Watt 





Sell 
Champion Lamps 


50 Watt 





60 Watt 





100 Watt 


Because — 


You Keep Your Inventory Cost Low—Increase Your 
Turnover and Profit with Champion 24-Hour Delivery 


Service. 


Because — 


Champion Co-operative Advertising Increases Your Lamp 
Sales. | 


Your Jobber Can Keep You Supplied 
CONSOLIDATED ELECTRIC LAMP CO. 


208 Maple St. 














Massachusetts 


DanVers 
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New England Weather Has Been Against 
Public Buying of General Hardware Lines 


(Boston office of HARDWARE AGB) retail Thanksgiving and Christmas 
EW ENGLAND has just experienced another week of adverse | trade. - 
weather conditions, with the result that everywhere retail ates. quote from Boston son sd 


dealers are complaining about the lack of public interest in 
staple as well as in holiday hardware lines. 

The weather continues unseasonably warm. In fact, November 
to date has been much warmer than it has in a great many years. 
People in the cities and large towns are putting eff purchases until 
weather conditions are more invigorating. The New England 
farmer has larger crops of apples, potatoes and other winter vege- 
tables than he had last year, but there is little call for his product, 
consequently he is not making a new dollar for an old one and 
therefore is spending just as little money as possible. All other re- 
tail lines of business are passing through the same process as the 


Cracks and Picks.—No. 272, ._ 
doz. set; No. 80, $9. Picks oR 
270, $1. 68 per doz. set. Cracks only, 
No. 46, 85c. per doz.; No. F135, $21.75. 
Prices are all net 


PYREX WARE.—Continued encourag- 
ing reports regarding sales of pyrex 
ware are obtained from the jobbing 
trade here. The company several 
months ago standardized the number 
of articles manufactured, and jobbers 
feel this action has materially aided in 
popularizing this merchandise. 


Ra. quote from Bogton jobbers’ 
stoc 
Casseroles.—Without handles, round, 


retail hardware. § o., 47c. each net; l-at., $1; 114-at. 
One Boston department store tried out an experiment recently. iat. a1 is. eh Ra nds cover. 
It carried three to six pages of advertising in the Boston papers on Oval, Ry peat.’ $1.47 ae 


a Friday. Previous to that day they carried some preliminary ad- 
vertising, the whole advertising bill being something less than 
$25,000. The sales for the following Saturday were in excess of 
$500,000. The retail hardware dealer cannot, of course, conduct 


: $1; 
Prns, $1.17; 2-qt., $1.33. With handles, 
$1.17; 1%- -qt., $1.33. 
siden Dishes. — Round, double 
compartment, $1 each net: with 
cover, $1.73. 
Pudding Dish ——Round, %-qt., 40c. 


. ; . . h - ° 
any such sales campaign, but the instance is cited to show that a ana met; Sani, 1% as t. pice 
store can get business if it goes at it in the right way. There are one gl Pay net : wey Me. 


67c. Oblong, 57c. 
Bread Pans.—Oblong, small, 47c. 
each net; medium, 60c.; large, $1. 
Cake Dishes. —Round, shallow, 50c. 
each net. 
WEATHER STRIP.—Reorders and be- 
lated buying are serving to keep job- 
bing interest in weather strip keenly 
alive. The season to date has been : 
slightly ahead of 1925. 


We quote from Boston jobbers’ 


numerous ways the retail hardware dealer can stimulate sales on a 
comparatively small expenditure of money. 

Despite the lack of public interest in hardware items, jobbers 
here continue to do a good business. They admit, however, that 
they have a whale of a lot of merchandise to dispose of between 
now and Christmas. 


AIR MOISTENERS.—Now that people 
have started their heaters, the warm 





We quote from Boston jobbers’ 
stocks: 


. : : Ss Christmas Tree Holders.—Standard stocks: 
weather notwithstanding, retail dealer makes, $6 per doz. net. Flexible Weather Strip. — Victor, 
are enjoying a somewhat broader sale Electrical Lighting Outfits —No. 84, Ne No. 2, n32-40 Per, 100 ft. net; No. 3, 
: : " eight bulbs zda net per out- o. 4, 0. Bosley’s ‘weather 
of air moisteners. Some dealers are re fit: No. 8008, carbon, 90c.; No. 188F. strip felt, clincher double contact, 


plenishing stocks. 


We quote from Boston jobbers’ 
stocks: 

Air Moisteners.—Galvanized radia- 
tor styles, three pocket, 9 in., $8.67 
per doz. net; five pocket, 9 in., $13. 34; 
three pocket, 14-in., $12; five ‘pocket, 
14 in., $16. 


BUTTS AND HINGES.—Since the re- 
cent downward readjustment in prices 
on butts, jobbers have been doing a no- 


fancy bulbs, $1.40. 

Stars.—No. 302, in lots of less than 
ten, 16%c. each net, in lots of ten or 
more, 15c. 

Refiectors.—No. 303, 
than ten, 4c. each net; 
100, 3c. 


GUNS AND AMMUNITION.—Based 
on the recent cut in the cost of pig 
lead there has been a reduction of 10c. 
a bag in drop shot. Revised prices fol- 


in lots of less 
in lots of 


for upper sash, 5c. per ft. list; for 
for doors, %-in., 


c.; 1-in., 10¢c.;' 1%-in., 12c. “ Dis- 
count for full bundles, ” 65 per cent 
WwW , felt edge, 65 and 10 per cent 


discount in full bundles. Spring bot- 
tom strips, rubber edge, 30-in., $5 
per doz. net; 36-in., $5; 42-in. -» $5.65. 


WINDOW GLASS.— Window glass 
prices have again been advanced by 
jobbers, and they hear that manufac- 


turers contemplate a still further ad- 




















ticably better business. low: vance within the immediate future. 
a i CS. Sone We quote from Boston jobbers’ We quote from Boston jobbers’ 
‘ ° stocks: stock 
Plated Butts.—3 x 3-in., and 3% Dro wil . 
a : * wa p Shot.—B and larger, $2.95 per Window Glass.—quality, single 25- 
x 3%-in., 16c. a pair net in case bag net: Boy Scout, $4.55 per case. y> od 


in. bracket, 87 and 5 per cent dis- 
count; 34 and 40- in., 85 and 5 per 
cent discount; 50-in. and above, 84 
and 5 per cent discount, double A, 86 


lots; in less than case lots, 18c.; 4 x 
4-in., 25c. 
Hinges.—- Strap and 


HANDLES. — Slightly lower prices 


T, , No. (900, have been issued by jobbers here on the 


3-in., 60c., a doz. pair net, 4-in., 80c., ‘ nak 6 nae Genk Geen ii 

5 —_ wl «he $1 35, No. 8, Ames Iine of shovel and post hole spoon aa ghts, 82 per 
Cc = *, . . 

5-in.. si 80. No. 906. 4 a. $95c.: No. handles, following the issuance of new B quality, single 25-in. bracket, 88 


: and 5 per cent discount, 34 and 40- 
lists by the producers. in., 87 and 5 per cent discount; 50- 


Ww f B , in. and above, = and 5 r cent dis- 
aa! IE ee: on caten jonuers count; double B, 87 and § per cent 


_, Handles. Ames — shov a. discount; lights 84 per cent discount. 
: : . : c oi ; 
—Jobbers continue to report good prog RT - _ “vi — oo WRINGERS. Jobbers have issued 
ress in the sale of Christmas tree ac- spoon, 2X grade, 7-ft., $17.95 per doz. slightly lower prices on Brockton mop 
cessories. Those retail dealers who net; 8-ft., $20.59. 
have not bought should take account of | NUT CRACKS AND PICKS.—As is 
stock. The great movement of Christ- | usually the case at this time of the we quote from Boston jobbers’ 
mas trees has started from northern | year, jobbers are having a very good S weir i as 

fr" 9 ‘kt 9 id 
New England States southward. eall for nut cracks and picks for the doz. =" Se, ee 


6, $1. 30, No. 8, $1.70. No. 908, 6-in., 
$1.60, 8-in., $2.80, 10-in., $4. With- 
out screws and in bulk. 


CHRISTMAS TREE ACCESSORIES. 


wood 
long 


wringers, following the receipt of new 
lists from the makers. 








Reading matter continued on page 96 











NER 


SPEED 


ad 
12 
of 
= 
= 
O 























Because the Lorain High Speed Oil 
Burner is regarded by users as the most 
efficient device of its kind. Its superior- 
ity is the result of many remarkable 
features: 


1. The Lorain High Speed Oil Burner is 
of the short chimney type which 
brings the flame in direct, wide-spread 
contact with the cooking utensil. 


2. Reaches maximum heat quickly. 


nw 
. 


The heat is of great intensity. 


4. The inner combustion tube, of Vesu- 
vius metal, is guaranteed for ten 
years against burning out. Read the 
guarantee. 


5. The Lorain Wick outlasts all other 
wicks—never sticks—seldom needs 
trimming. 


GUARANTEE 


Should the inner com- 
bustion tube of the 
Lorain High Speed Oil 
Burner burn out within 
10 years from date of 
purchase, replacement 
will be made entirely 
free of charge. 








--then You'll Order Only Lorain 
Burner Oil Stoves for 1927 


ON’T pick the oil cook stove line you plan to sell in 
1927 until you have weighed the advantages of the 
five famous makes that are equipped with the famous 

Lorain High Speed Oil Burner. That comparison will tell 

you a convincing story—will point the way to nothing 

but “‘Lorain for 1927’. Why? 


6. The Lorain Burner is simple in design 
and construction. Doesn’t get out of 
order. Is quickly and easily cleaned. 


Each of the five well-known lines of oil 
cook stoves equipped with the Lorain 
Burner is complete. Each stove is made 
of the best materials and by expert work- 
men. Hence, each stove is sturdy, dur- 
able and handsome. 


These features have made enthusiasts 
out of buyers. It will pay any jobber or 
dealer to consider carefully Lorain Oil 
Burner Cook Stoves before placing his 
business for 1927. Here is a fine oppor- 
tunity to build a nice business around a 
popular product that will produce good 
profits year after year. 


Many famous makes of Oil 
Cook Stoves are now equip- 
ped with Lorain High Speed 
Oil Burners including: 


New Process— New Process 
Stove Co. Div., Cleveland, O. 


Quick Meal—Quick Meal Stove 
Co. Div., St. Louis, Mo. 


Clark Jewel—George M. Clark 
& Co. Div., Chicago, II. 


Dangler—Dangler Stove Co. 


Div., Cleveland, O. 


Direct Action — Direct Action 
Stove Co. Div., Lorain, O. 


11-26 


AMERICAN STOVE COMPANY 
ST. LOUIS, MO. 
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There must be merit in a product 
which grows in demand continuously 
over a period of nearly seventy-five 
years. Truly there is merit and much 
of it in the entire line of Wheeling 
Cut Nails which meet every nail re- 
quirement on every type of job. Your 
jobber will supply you promptly. 


WHEELING STEEL CORPORATION, WHEELING, W. VA. 


WHEELING 
CUT NAILS - 
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Holiday Lines More Active in North- 
west Territory—Collections Good 


(Minneapolis office of HARDWARE AGE) 


HILE the volume of business for the Northwest is perhaps 

no heavier than it was a year ago, there is a better feeling 

as to general conditions, and as to prospects for the remain- 
ing portion of the year. Always excepting the districts where the 
crops have met with disaster this year. 

Merchants are making exceptional efforts to build up their busi- 
nesses through advertising channels and by displays. This ap- 
plies, perhaps, more to general lines than it does to hardware, al- 
though the hardware merchants are many of them recognizing the 
advantage this year of an advertising campaign. 

A steady siege of cold weather would doubtless improve sales in 
many lines, including hardware. 
kind of trade, but with its usual procrastination the public waits 
until the actual need of winter merchandise arrives. 

Prices in general are steady, showing practically no changes. 


AXES.—Sales are fair, with stocks 
well filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight axes at $21.50: 
Plumb’s Dreadnaught unhandled 
single bit, $14.50: double bit, $19.50; 
handled, single bit, $19.25; double bit, 
$24.25 doz. net. 


BOLTS.—Call for bolts is steady, but 
lighter than in the summer months. 
Stocks are being graded down fur the 
end of the year. Prices show no 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
15 per cent; machine bolts at 50 
per cent: stove bolts at 75 per cent 


and lag screws at 55 per cent from 
lists. 


CARPET SWEEPERS.—Demand _is 
steady, and dealers are preparing for 
the holiday call in this line. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpet sweepers, 
American Queen, 54; Elite, $60; 
Grand Rapids, japanned $44; Grand 
Rapids, nickeled, $48; Grand sweeper, 
17 in., $60; Parlor Queen, $56; Prin- 
cess, $50; Universal, nickeled, $46: 
japanned, $42 per doz. net. 


CHAIN.—Demand for log chains is be- 
ginning to be felt, especially in the 
timber and wood cutting districts. 
Stocks are ample for the call, with 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Log chains, % x 
14, $13.85: % x 14, $10.90; ™%& x 14, 
$10.15; % in. proof coil, $12: % In., 
$8.90; % in., $8.30; % in., $9.85 cwt., 


GALVANIZED WARE.—Demand is 
steady, especially for ash cans and 
similar articles. Stocks are well filled. 
Prices are changed on some of the 
items. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 
galvanized tubs, $7.25; No. 2, $8.00; 
No. 3, $9.25; Heavy No. 1, $12.60; No. 
2, $13.80; No. 3, $15.00; standard 10 
qt. pails, $2.55; 12 qt., $2.90; 14 qt., 
$3.25: stock pails, 16 qt., $5.00; 16 qt., 
$5.50 doz., net. 




















 —— 


Merchants are ready for this 





a a re ae ——— en re a  - 


NAILS.—Sales are fair, but show the 
effects of the approach of the close of 
the building season. Stocks are being 


let run lower, and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 
in 100-lb. kegs at $3.25 per keg base. 


OIL HEATERS.—Demand is_ good, 
with stocks well filled. Prices show 
no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters 
polished steel japanned trimmings, 
$3.66, and No. 016, polished steel, 
nickel trimmings, $5.32 each, net. 


PAINTS AND WHITE LEAD.—Sales 
are fair, with stocks ample for the 
present call. Demand is turning still 
more to inside finishing materials. 
Prices show no changes. 


We quote from jobWers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal., in 1-gal. cans, 
and white lead in 100-lb. containers 
at $13.84 cwt. net. 


PUMPS.—Call is fair, with stocks 
ample for the demand. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 449, 
plain spout windmill force pumps, 
6-in. stroke, $6.85: adjustable stroke, 
$7.50: No. 495, underground discharge 
windmill force, adjustable’ stroke, 
$14.35: No. 415, $14.65: No. 403, hand 
lift, 6-in. stroke, $4.25; No. 182, hand 
lift, 6-in. stroke, 6-ft. set length, $5.25 
each net. 


| ROPE.—Call is nominal at this season 


of the year. Stocks are ample for 
present demands, with prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 24%c. Ib. base, and best 
grade sisal rope at 18c. per Ib. base. 


|SANDPAPER.—Demand keeps up 
fairly well, with stocks well filled. 
| Prices show no changes. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $5.10 per ream; second 
grade No. 1, $4.70 per ream, and gar- 
net No. 1, $16.75 per ream. 


SASH CORD AND WEIGHTS.—Call is 
showing the effect of the lateness of 
the season, although sales are still fair. 
Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 73c. lb. and second grade at 


37%c. lb.; cast-iron sash weights at 
$2.10 cwt., net. 


SNOW SHOVELS.—Stocks are ready 
for the call, with no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $19; steel blade, 
straight handle, $4.50; galvanized 
steel blade, D handle, 15% x 17, 
$10.75; 16 x 21, $11.25 doz. net. 


SIDEWALK SCRAPERS.—Call has 
not yet begun, but stocks are well 
filled. Prices have not changed. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Kohler’s sidewalk 
scrapers, $5.00 doz. net. 


SKATES.—Skates are beginning to 
sell very well. Stocks are well filled, 
with prices firm. 

We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Nestor Johnson 
North Star aluminum finish skates at 
$7.25; nickel plated at $8.25; Union 
1624, 84c.; 524%, $1.31; No. 5%, 95c.; 
No. 7, $1.62; No. 5624, $1.12; No. 
562414, $1.44: No. 5241%4L, $1.57; No. 
4241%,L, $2.00 pair, net. 


STEEL GAME TRAPS.—Sales are be- 
ginning to improve with the approach 
of trapping weather. Prices are firm 
as quoted. 

We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Victor traps, No. 
0, $1.10; No. 1, $1.38; No. 1%, $2.44; 
No. 2, $3.36; Oneida jump, No. 90, 
$1.59; No. 1, $1.83; No. 1%, $2.81 per 
doz. net. 

Gibbs “Two Trigger’’ traps, $5; 
Single Grip No. 1, $1.88; No. 2, $3.35; 
No. 3, $5.50; No. 4, $6.70 doz., net, 
f.o.b. factory, with freight allowed in 
barrel lots. 


STEEL SHEETS.—Demand is normal 
with stocks ample for the call. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b Twin Cities: Galvanized steel 
sheets at $5.15 cwt. base (24 ga.), 
and black steel sheets, $4.30 cwt. base 
(24 wa.) 


WEATHER STRIP.—Demand is very 
good, with stocks being heavily drawn 
on. Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt, % 
in., $1.85; 1 in., $2.60; Wirfs, $4.85, 
and Bosley’s, $1.25 per 100 ft. 


WRENCHES.—Call for wrenches is 
steady, with stocks ample for the de- 
mand. Prices are steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 8-in., $4.20; 10-in., $4.90; 
12-in., $6.30 doz. net. 
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New Window Ventilator and Humidifier 


The Allweather Ventilator Company, Inc., 11 Broadway, New York City, is 
offering two products, the Wurldsbest Window Ventilator and the Wurldsbest 
Humidifier. 

A thorough market test has been made the past two years and it has been 
demonstrated, particularly in the New York, Boston and Philadelphia markets, 
that there is a good demand for a high quality, substantial all-metal ventilator. 
Wurldsbest meets this demand and affords the home owner a ventilator that 
prevents drafts, keeps out rain or snow and approximately 80 per cent of dust 








and dirt. 


The ventilators are adjustable and come in 6 standard sizes, each 9% inches 










high that fit windows from 15 
in. up to 63 in. They are made 
of 20-22 gage terne plate steel 
and are finished in a dark 
green enamel baked on. The 
screen used is 18-mesh bronze 
and each ventilator is packed 
in an individual car- 
ton. 

One feature of par- 
ticular appeal is that 
the ventilator is at- 
tached on the parting 
strip outside the win- 
dow and does not have 


to be removed when the window is raised or lowered. 

The Wurldsbest Humidifier is made of heavy galvanized metal and has doubl> 
bottom corners which give additional strength, finished in both gilt and alu- 
minum, and each humidifier is packed in an individual carton. 


Attractive literature, for dealer distribution, is available as well as 


prac- 


tical and effective display stand for use in windows or on counters. 


Cream City Christmas 
Tree Holders 


Geuder, Paeschke & Frey Co., manu- 
facturer of tinware, enameled ware 
and steel ware, St. Paul Avenue and 
Fifteenth Street, Milwaukee, Wis., is 
offering the trade what has been des- 
ignated as the Cream City Christmas 
Tree Holders, especially designed to 


hold trees with stems from the size of | 


a broom handle to 2% in. in thickness, 
without whittling down to fit a certain 
size hole. 

To use, the trunk of the tree is 
placed through the holder and the steel 





peg in the center of the pan is driven 
firmly into the tree. The holder is 
then pushed down tightly against the 
top edge of the pan and then the three 


thumb screws in the collar of the 
holder are tightened. When the tree is 
placed in position the pan can be filled 
by pouring water through the hole in 
the holder. 

It is made of heavy sheet steel, 
strongly wired and is furnished with a 
'2%-in. heavy cast iron collar, fitted 
with tough steel thumb screws, deeply 
| threaded. The cone is 16 in. in diam- 
eter at the bottom and 4% in. high. 

Cream City Christmas Tree Holders 
are available in several models, namely, 
No. 2, finished in enamel green with 
gold decorations; No. 3, the same, with 
water pan; No. 4, decorated in a pleas- 
ing Christmas effect; No. 5, the same 
with water pan; No. 6, decorated with 
reproductions of the “Nativity” of the 
Christ Child, and No. 7, the same, 
| equipped with a water pan. 





| a 


E. C. Atkins & Company 


| Announces Line of Files 
| E.C. Atkins & Company, Inc., manu- 
'facturers of silver steel saws, Indianap- 
_olis. Ind., have announced a line of high 
| quality files to its list of products. 


| 
® ee ee 
i 
| 


| 
| 
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_ These new files will be marketed under 
_the company’s trade name, Silver Steel, 
through the regular channels of dis- 
| tribution. 

| All types of standard files for all 
_kinds of work will be manufactured. 
| Further particulars of this new line of 
files can be obtained by writing the 
Atkins company at Indianapolis. 


) 
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Dover Announces Percolators 
and Perecolator Sets 


The Dover Manufacturing Co., man- 
ufacturer of electric irons and appli- 
ances, Dover, Ohio, has recently placed 
on the market a new line of Table Per- 





colators and Percolator Sets, designed 
to meet every phase of the growing de- 
mand for practical daily use percola- 
tors and sets in the home. 

The Table Percolator is beautifully 
designed, with a silvery nickel finish 
on heavy-gage copper, and is equipped 
with the patented Dover Insured No- 
Burn-Out Heating unit, quickly detach- 
able and interchangeable on all Dover 
percolators. 

Other features include 6-ft. pear! 
gray silk cord, separable double-strain- 
relief attachment plug, nickel terminal 
posts, enamelled ball feet, rubberoid 
handle and aluminum coffee basket, 
spreader plate and pump. Two models, 
plain and panelled, each in two sizes, 
6-cup and 9-cup. Dover Table Per- 
colator Sets include serving tray, su- 
gar and creamer, and, the manufactur- 
er states, offer a complete, superior 
quality line and a low, attractive price 
range. The Dover insurance policy 
packed with each percolator and per- 
colator set assures lifelong dependabil- 
ity to the user. 


Perfect Balance Hack Saw 
Frame Announced 


According to the manufacturer, the 
new patented design of new Perfect 
Balance Hack Saw Frame, recently 
placed on the market by the Consoli- 





dated Tool Works, Inc., manufacturer 
of Pilot Tools, 136 West Fifty-second 
Street, New York, affords a more posi- 
tive grip by relieving all down strain, 
and insures perfect balance. 

All parts are held together when the 
blade is not in place, and the blade is 
tightened by means of a wing nut, 
which is located in back, out of the 
way, and may be faced in four direc- 
tions. 

The stock is five-eighths inches and 
the depth is two and one-half inches. 
It is finished in nickel, with black- 
enameled handle. They are packed one 
in a box and shipped in cases of six 
dozen. 
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Whitco Equipped Sash 
Cannot Sag 


Just notice how that part of the 
Whitco hinge which attaches to 
the sash extends across the joint be- 
tween the stile and the rail, rein- 
forcing the joint and binding the 
two parts of the frame rigidly in 
position. 


Then notice how Whitco supports 
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The Dealer Is Not Responsible 
~ for Everything Sold in Bulk 


“NEVERAL weeks ago I wrote an article defining 
the liability of a dealer who sold an article of mer- 
*handise manufactured by somebody else. For reasons 
which were given, I stated that in most cases the dealer 
was not responsible for any damage caused by an article 
manufactured by somebody else, for the reason that he 
neither knew nor could know of the defect which had 
caused the damage. The only person responsible was 
the manufacturer. 

Now this rule is usually applied to manufactured 
articles which are distributed in sealed packages, the 
dealer’s ignorance of the character of such being un- 
avoiglable. In many cases where goods are sold not in 
sealed packages, but in bulk, the law feels that the 
dealer can inform himself about their character before 
he sells them, and that he is therefore responsible for 
damage done. 

There are some exceptions to the latter rule which it 
may be useful to explain. A case illustrating them has 
just been decided. It involves a chain which was manu- 
factured by one man and sold by another. In the 
average case of this sort the dealer would be responsible 
if anything happened. 

In this case the chain was intended for very heavy 
work—lifting six tons. The chain was sold as possess- 
ing a breaking strain of 25,000 pounds, which would 
enable it to lift as much as six tons. 

The manufacturer sold the chain to a dealer, who sold 
it to the user. The latter put it into use for heavy lift- 
ing, it failed to stand up, dropped its load and three 
men were killed. 














— not suspends—the sash. 


The question arose whom to sue. The representative 





These are two pretty good reasons 
why a Whitco equipped sash can- 


not sag. 


Ask your jobber, or write 
us for particulars 


W/TINEY ( OMPANY 
DWARE \ SPECIALTIES 


/ MANUEACTURERS VV H 
Western Offices: 


Eastern Offices: 
636-645 Mass. Trust 365 Market Street 
San Francisco 


Bldg., Boston 








PY 
‘@ 
vy) 
» ee 
Uy 
<a 


te 





“‘Whitco makes it easy and safe to clean both sides of 
the casement from within the room” 


of the three dead victims, after long consideration, de- 
cided to sue the manufacturer. The latter raised the 
point that in goods of this sort the dealer was respon- 


| sible and not the manufacturer. Owing to the peculiari- 


ties of the case the court overruled this defense and 
held that the manufacturer was responsible. The court 
reasoned thus :— ee 
It is contended that defendant (the manufac- 
turer) is not liable to third persons for the alleged 
inefficiency of the chains; the general rule being 
“that a manufacturer or seller is not liable to third 
persons, who have no contractual relations with him, 
for negligence in the construction, manufacture 
or sale of articles manufactured or sold.” There 
are, however, exceptions to this broad rule; e. g., 
where the article sold is inherently or imminently 
dangerous. The term “imminently dangerous” does 
not imply that the article sold must at all times be 
imminently dangerous, such as poisons or explosives 
are known to be. It suffices if the nature and quality 
of the thing sold is reasonably certain to place 
life or limb in peril, and was negligently made, for 
then it became a thing of danger. 
Although the chain in question was not inherently 
a dangerous thing, yet it seems to me that the ques- 
tion of liability to the persons injured, or their 
representatives, depends upon whether it was sold 
and delivered under a representation or warranty 
that it was designed to accomplish a certain speci- 
fied purpose, and whether defendant was aware of 
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the use to which the chain was to be put, and would 
be required to lift heavier articles than its tensile 
strength warranted. 


I want the readers hereof to get the principle of this 
decision. Take, for example, a case where a dealer sells 
poultry or something like that which would bear its 
character and condition on its face. Though not pro- 
duced by the dealer, he would still be responsible if it 
hurt anybody. This applies to a long list of articles 
which are sold by dealers in bulk and thus are open to 
the dealer’s inspection before sale. In all of these the 
dealer must bear the brunt of the liability. But where 
a thing is inherently dangerous, or is to be employed 
in dangerous occupations, as this chain, for instance, 
then the manufacturer is held to warrant it to be suffi- 
cient for the purpose for which it is intended. If it 
doesn’t stand up, the liability is his. 


(Copyright by Elton J. Buckley, Esq.) 





Mistakes 


N enthusiastic credit man reported to his boss that 
Aw had not lost a dollar from bad debts. The 
boss fired him, reasoning that if he never took a chance 
he must have lost a lot of good business. 

This is along the line with the man who was trying 
to find a bookkeeper and had a set of questions he asked 
each applicant. One of these questions was, “Are you 
accurate?” 

In answer to this question a certain young man said, 
or intimated, that he never made mistakes. 

“I am afraid,” said the business man, “that you won’t 
suit us. If you never make mistakes, you are either 
too good for this world or else you do nothing.” 

The boss who fired the credit man was right; the 
business man who refused to consider the applicant 
who never made mistakes was right. These paragons 
who never make mistakes never amount to much be- 
cause they do very little. The human equation enters 
into all things done by man, and the man who tries to 
do much must of necessity be wrong sometimes. 

He who so fears a mistake as to slow his pace so that 
he can be overtaken by a tortoise counts for but little 
in life’s activities, especially of today. He is on a par 
with the extremely careful man, who was so very care- 
ful that he never wound his watch for fear of breaking 
the spring! 

It is not meant here that you should not try hard to 
avoid making mistakes; far from it. The idea is that 
if you do make a mistake, correct it—and profit by it. 
Many an enviable life has been built upon the making 
of a mistake. Not upon the mistake itself; please un- 
derstand, but upon the lesson learned through making it. 

The thing to do is to attack your work boldly, con- 
fidently, and not hamper your mind with the dread of 
erring. If you do make a slip, correct it, study it, find 
out how you made it and thus profit by it—and don’t 
do the same thing again. The chances are you won't. 

And so it is the wise man who profits by his mis- 
takes, who climbs over them and upon their remains 
builds something good, something worth while. 
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Dongist® 


Hose Reels 


“The Finest 
Hose Reel Built’’ 


That’s what one of the largest Jobbers 
in the Country recently said after 
examining a 


New Donley Reel No. 10 


He liked the attractive green enamel finish, the 
strong channel steel frame and base with nothing 
to break or wear; the large capacity of the drum, 
100 feet of %” hose; the pawl and ratchet for easy 
reeling; the large diameter, wide tread wheels. — 








No. 10 No. 2 


Photo shows relative size 


Donley Reel No. 2 


Somewhat smaller than No. 10, this reel has 
for years met the popular demand of a good reel 
at a moderate price. All steel in construction, 
strong and durable; drum capacity. 75 feet ‘of 
4%” hose; strong cast iron wheels; finished in 
attractive green enamel. 





Donley Reels are carried by the ma- 
jority of. leading Jobbers everywhere. 
If by chance your Jobber cannot sup- 
ply your needs, write us direct. 


The Donley Manufacturing Company 
10585 Quincy Avenue Cleveland, Ohio 


Also manufacturers of Donley Screen Door Guards. 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 
1927. L. P. Biggs, secretary, Little 
Rock. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 

HARDWARE ASSOCIATION OF THE CAR- 
OLINAS and VIRGINIA RETAIL HARDWARE 
ASSOCIATION JOINT CONVENTION at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier, Arthur 
R. Craig, secretary-treasurer, 804-806 
Commercial Bank Building, Charlotte, 
N.C. 

CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, New Haven, about 
the middle of February, the exact date 
to be determined later. Henry S. 
Hitchcock, secretary, Woodbury. 

HARDWARE ASSOCIATION OF THE CAR- 
OLINAS AND VIRGINIA RETAIL HARD- 
WARE ASSOCIATION JOINT CONVENTION, 
June 7, 8, 9, 1927. Place of meeting to 
be announced later. Arthur R. Craig, 
secretary-treasurer of the Carolinas 


Association, 804-806 Commercial Bank 
Building, Charlotte, N. C. 
Howell, 
Hardware Association, 
Street, Richmond, Va. 


Thomas R. 
secretary of Virginia Retail 
301 E. Grace 
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IDAHO RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Boise, Jan. 26, 27, 1927. E. E. 
Lucas, secretary, Hutton Building, 
Spokane, Wash. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon D. Nish, secretary- 
treasurer, Elgin, Il. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 
dianapolis. Exhibition at Cadle Taber- 
nacle, Jan. 24, 25, 26, 27, 1927. G. F. 
Sheely, secretary-treasurer, 911-913 
Meyer Kiser Bank Building, Indian- 
apolis, Ind. 

IOWA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Savery, Des Moines. 
Exhibition at Des Moines Coliseum, 
Feb. 8, 9, 10, 11, 1927. A. R. Sale, 
secretary, Mason City. 

KENTUCKY HARDWARE AND _ IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Feb. 1, 2, 3, 4, 1927. J. M. 
Stone, secretary-treasurer, 202 Repub- 
lic Building, Louisville. 

LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 
1927. Guy Nason, secretary-treasurer, 
Columbus, Miss. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION _ CONVENTION AND EXHIBITION, 


' grounds, 


Newark, N. 
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Basket 


Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Scott, secretary, 
Marine City. K. S. Judson, 248 Morris 
Avenue, Grand Rapids, exhibit man- 
ager. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 

MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Mo., Jan. 24, 
25, 26, 1927. F. X. Becherer, secre- 
tary, 5106 North Broadway, St. Louis. 

MONTANA IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, North- 
ern Hotel, Billings, Feb. 24, 25, 26, 
1927. A. C. Talmage, secretary-treas- 
urer, Bozeman. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Colo., Jan. 18, 19, 20, 1927. 
W. W. McAllister, secretary, P. O. Box 
513, Boulder, Colo. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June, 1927. H. P. Sheets, sec- 
retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 





Big Markets 


Sell Them All/ 


Sell the Cyclone Catch-All Basket for the 
home, store, office, street intersection, school 
park, beach, 
needed for all these. 

venient rubbish burner or trash basket. 


Sturdily built. Intersections electrically welded. 
Wires spaced 1% in. apart. 29 in. high. Diam- 
eter at top 20 in. Attractive heavy, baked green 
enamel finish. 


Stock the Catch-All now. Dealers everywhere 
have found it a big, year-round money maker. 


CYCLONE FENCE COMPANY 


Factories and Offices: 
Waukegan, Ill. 


tourist camp. It is 
Serves as a safe, con- 


Cleveland, Ohio 
Fort Werth, Texas 


North Chicago, Ill 
PACIFIC COAST DISTRIBUTORS: 


Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. 
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The Red Tag 
The Mark 
of Quality 
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Coming Hardware Conventions 


NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, University 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 
1927. Headquarters, Cornhusker Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 

NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, Feb. 
22, 23, 24, 1927. George A. Fiel, secre- 
tary, 80 Federal St., Boston 9, Mass. 

NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 

NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Grand Forks, Feb. 8, 9, 10, 1927. 
C. N. Barnes, secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual Home 
Building, Dayton. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Building, Oklahoma City. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 














VENTION, Portland, Feb. 8, 9, 10, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

PAcIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Spokane, Wash., Feb. 2, 3, 4, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., some time in May, 1927, 
exact dates to be announced later. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Building, Philadel- 
phia. 

SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION, Am- 
bassador Hotel, Los Angeles, Cal., Feb. 
22, 23, 24, 1927. H. L. Boyd, secretary- 
treasurer, 618 Hellman Bank Building, 
Los Angeles, Cal. 

SOUTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Coliseum, 
Sioux Falls, Feb. 22, 238, 24, 1927. 
Chas. H. Casey, manager-treasurer, 
Nicollet Avenue and 24th Street, Min- 
neapolis. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 





POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE CONVENTION AND Ex- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, At- 
lanta, Ga. 

TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION will hold a joint convention with 
the Carolinas Association at Virginia 
Beach, Va., June 7, 8, 9, 1927. Head- 
quarters, Hotel Cavalier. Thomas B. 
Howell, secretary, 301 E. Grace St., 
Richmond. 

WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Building, Dayton, Ohio. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4, 


1927. George W. Kornely, 1476 Green 
Bay Avenue, Milwaukee, is exhibit 
manager. P. J. Jacobs, secretary- 


treasurer, Stevens Point. 





KENNEDY 


Sheela lam 


RADIANT HEATERS 





One of the Most Satisfactory Articles a Retail Gas Appliance Salesman Can 
Sell, and One of the Most Profitable Things a Merchant Can Stock and 


Push — 


The KENNEDY SHEETFLAME 
RADIANT HEATER 


Everyday experience proves that any good, live retail gas appliance 
salesman can readily sell The Kennedy Sheetflame Radiant Heater 
by a simple demonstration of its merits. 

Show your customers the SOLID SHEETFLAME, the exclusive 
Kennedy feature which gives the most heat in radiant gas heating. 
Show them the Kennedy GLOWERS, which heat uniformly over the 
entire area, bringing every square inch of heating surface into play. 
Show them the Kennedy HIGH HEAT INSULATION, which pre- 


vents the heat from leaking out of the back of the heater or into the 
frame—-projecting it forward into the room where it’s needed. 


And just a little sales tip to you: 


RADIANT HEAT CORPORATION 


of AMERICA 


415 Lexington Ave., New York City 


Tue Jf. G. 
Operating Managers 


WHITE MANAGEMENT CORPORATION, 





No. 592. One of a line of four moderate-priced 


Satisfy yourself that these and other Kennedy ideas are No. 
100% O. K. Then you can talk with a radiant enthusiasm that will sell heaters. 





592 (5 Sections) 


Kennedy Heaters. Others up to $115 retail. 


Ay HAND, 


VEN hZ 


492 (4 Sections) 


Sections Width Height Depth —— Wet. 
4 23” 19%” 8” 6 lbs. 
5 26” 19%,” 8” 43 lbs 


Finished in Satin Ebony Black Japan, with brass-finished 





The Sheetflame 
A d-Man 


I want to send you my new dealer-help folder. 
dealer proposition. 
ing list (if you are a retail gas appliance salesman or 
merchant) for KENNEDY-CRAMS, a live publication full 
of sales hints. 


wings, fender, columns and legs. 





Also my 
I want to put your name on my mail. 


Let me hear from you. 








pein ated A. Sgiapmin Ben ee em 




























No. 3504 Rim Night Latch 


For General Use This Standard Pin 
Tumbler Rim Night Latch Is 
Not Excelled 


Your customers will at once recognize No. 
3504 as the lock they want,-and your sales on 
this number will be outstanding. 


Features that make it popular— 


Case—Iron—black japanned finish. 

Knobs, bolt and cylinder are bronze. 

Five pin tumblers—Unlimited key changes. 
Milled Nickel Silver Keys, gold plated bows. 


We shall be glad to send you a booklet show- 
ing our complete line of rim and mortise night 
latches. Just send a card to Eagle Lock Com- 
pany at the office nearest to you. 


The Eagle Quality Line 
Night Latches Cabinet Locks 
Trunk Locks Store Door Sets 


Front Door Sets Padlocks 
Wood Screws 


Eagle Lock Co. 
General Sales Office 
PLS ewe Cer ore 26 Warren St., New York 266 = 66 enrera 





Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Il. 

114 Bedford St., Boston, Mass. 

Works at Terryville, Connecticut 
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More on ‘“‘Red Ink or Black 2’’ 


(Continued from page 76) 





facturers for trade at ruinous prices is idiotic—definite- 
ly destructive, and many have, and others will perish 
unless sanity prevails. 

The consumer wants all to live, but he cannot control 
the situation. It is clearly up to the manufacturer and 
jobber to employ common sense. 

(Signed) O. B. SURPLESs, 
Surpless, Dunn & Co., New York City. 


Likes Paragraph 13 Best 


HAVE read the editorial “Red Ink or Black” and 
| I think this is one of the most excellent articles I 
have seen in a long long time, irrespective of the fact 
that there are many interesting things in your weekly 
paper. I was particularly struck with the paragraphs 
from 13 on. You have hit on something that ought to 
cause considerable interesting comments. Llew Soule 
is to be complimented indeed and I am sure the com- 
pliments will outride the criticisms on this ten to one. 

(Signed) H. R. CONNER, 
N. Y. Manager Pike Mfg. Co. 


Editorial Is Absolutely Correct 


HE article, “Red Ink or Black,” is absolutely cor- 
aa in every detail. For our own part we have been 
following policies outlined for the past two years. We 
sell nothing here unless there is a reasonable profit in 
it for us. Our sales may have been smaller, but our 
outstanding accounts and bad debts have likewise been 
smaller. Conversely our profits have been larger and 
so we speak from experience when we say that the ar- 
ticle is correct, 

But how in the world are you going to make some 
of the others fellows understand the simple truth? We 
may be poor psychologists but we feel you have a hard 
job ahead of you. 

(Signed) JOSEPH C. RITTER, 

Frank Berman Co., Inc., 
Jamaica, N. Y. 


One Hundred Per Cent Right 


OUR editorial “Red Ink or Black” inspired me to 

take off one full hour for reading and study. It is 
a wonderful editorial. I want to congratulate you upon 
it as it is 100 per cent right. I, being one of the job- 
bers in New York City have preached exactly the 
same thing to the other jobbers in New York and I 
agree with you that there is no reason why a jobber in 
the hardware business should not really show a better 
percentage of profit than they have done in the past 
years. It is unfortunate that one is always trying to 
get the business and the prestige away from the other 
and I hope some day in some way the jobbers will find 
that there isn’t anything in doing business without a 
profit. 
(Signed) SAMUEL ANCELEVITZ, 

William Goldenblum & Co., Inc. 

New York City. 
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Why Follow the Crowd ? 


USINESS men are inclined to do the same 
Bowe at the same time. They are busy in the 

busy season and dead in the dead season. Yet 
in the busy season the other busy business men make 
it hard to compete. In the dead season the others 
lie down and that would seem a good season to get 
busy. Few do. 

Of course there are usually reasons for conform- 
ity, just as usually it is common sense to sell straw 
hats in summer, overshoes in winter, and to keep 
out of certain climates with certain goods and so on. 
But one can have too much of this policy. The bit- 
terest complaint in all lines of business is “too much 
competition,” yet whenever the trade, generally, 
leaves a certain season alone, or certain goods, or 
certain methods and customs, each individual trader 
leaves them alone, too. It never seems to occur to 
him that fields where competition is absent are worth 
looking at twice. 

In Berkeley, Cal., a merchant named Sayers put 
on a direct-mail campaign to sell umbrellas in Octo- 
ber, although it had not rained in Berkeley in the 
daytime since the preceding April. Of course, no 
other merchant was doing this kind of thing. Say- 
ers had a free field. The only factor against him 
was common sense. The other stores, if they saw 
his circulars, may have considered him crazy. He 
was—like a fox. He sold 200 umbrellas. There was 
no apparent reason for his success except the dearth 
of competition during the “off season” for umbrel- 
las. He caught other merchants napping. 

Wall Street is not Main Street. Speculation is 
different from business. Nevertheless, the oldest 
and shrewdest stock exchange operators make most 
of their killings by selling when the crowd buys, 
buying when the crowd sells. The amateur or “lamb” 
follows the crowd and ultimately attends his own 
funeral, financially speaking. 

Arthur Brisbane recently wrote: “The time to 
get ahead of others is when others are standing 
still. If most of your competitors slow down or 
stop at a certain time, that is your chance to move 
forward.” 

In panicky times most houses shorten sail, stop 
advertising, and crawl under the bed until the storm 
blows over, but always there are a wise few who 
“spit on their hands” at such times and go after 
business harder than ever just because competition 
for once gives them a chance. They are the ones 
who furnish astonishing instances of success “under 
adverse conditions.” 

Any merchant or manufacturer should keep his 
eyes open for occasional: chances to do just what 
other people don’t do. It pays to break away from 
the gang once in a while, to advertise when com- 
petitors don’t and in a way they do not, and to look 
for markets they ignore. 








A Thought for Today 


Success depends on which end of your body is 
the most active. 
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Introducing— 


PEERLESS-14A 


The Better 
Gasoline 






and 
The 
Hit 
of the 
Season 





The 14a-PEERLESS is a better torch for 


many reasons. 


(1) 


(2) 


(3) 


(4) 
(5) 


(6) 


Here are a few: 


A user cannot destroy or even enlarge 
the orifice by turning the needle too 
tightly. 

Is equipped with a special priming valve 
to fill priming cup. 


With the 14A every drop of fuel is pre- 
heated and thoroughly gasified before 
reaching the combustion nozzle. 


The burner -head is made from a brass 
drop forging. 

Strong, sturdy, full stroke pump rigidly 
supported. 


Tank of heavy gauge brass, polished and 
lacquered. 


Jobbers and Dealers sensing the trend of the 
times will build up their torch business by 
stocking and pushing the PEERLESS 144A 
which has the advantages of price and 





quality. 

Dealers: The 14a should be at 

your jobbers’; otherwise write Makers of 
us. In any event get Peerless 

torches where YOUR customers the most 


can see them. 
Manufactured and guaranteed by 


Lasher-Peerblow Co. 


237 Harrison Ave., Boston, Mass. 


com p lete 
line of Auto- 
matic Alco- 


hol Torches 
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Modernizing Santa Claus 


(Continued from page 65) 


even forcing them a little, perhaps. It has also met 
modernism half way. It has endeavored to harmonize 
the two, in an effective program to stimulate holiday 
season interest and spontaneity. In a word, it has not 
denied Santa Claus, nor has it stigmatized him as an 
old fogy. It has realized that childhood is the strong- 
est link binding today to the good old-fashioned Christ- 
mas; and accordingly it has built its holiday activities 
from the children upward. Enough righteous Christmas 
clamor from the youngsters, an the whole household is 
aroused; grown-ups are awakened and committed to 
the spirit of the occasion. 

Every store knows the almost hopelessness of attempt- 
ing to discover some new theme or treatment on which 
to hook the holiday appeal. Threadbare are “The 
Christmas Store,” “Santa Claus’ Headquarters,” “Toy- 
land,” “Toy Town,” down the line to dry rot and despair. 
You know them all by heart. Every mat service reeks 
with them. 

Two years ago the store under discussion happened 
to have adjoining it a spacious parking area. In the 
middle of November that open space became “Santa 
Ciaus’ Great Landing Station.” The youngsters were 
apprised that “Santa’s Reindeer Route Is Open;” for 
the picturing still held to the traditional motive power. 
lhe airplane hum was in the “copy,” linked by com- 
par'son with the jingle of the reindeer bells. 


Santa Claus, of course, did not arrive in broad day- 
i'ght. He never does. The children were cautioned to 
listen o’ nights. 

A five-column announcement in the daily papers and 
a display on the front cover of “Schoonmaker’s Store 
News,” the store’s direct-mail medium, told the children 
all about it. “Copy” with appropriate illustrations was 
designed to arouse that perhaps lagging imagination. 
The fiction was carried out, with varying treatment, in 
liberal space every Friday well into the height of the 
holiday season. The parking space was well known, as 
almost a city institution, and that lent a semblance of 
reality. When Santa Claus in due time appeared at 
the store in person, a formal proclamation couched 
in his North Pole regal phraseology was issued. 

As another means of appeal to childish imagination, 
all the animals and many other toys in the department 
were given personal attributes and performed in “copy” 
accordingly. There was “Jeremiah Wrinkle,” the ele- 
phant who kept the smaller animals upon their good 
behavior; the gossipy “Quacking Duck’; “‘Lead Soldier 
Boys”; the “Bisque Doll” and her friends, all appro- 
priately named; “Noah’s Ark”; “Billy Beaver” and 
‘“Blubber,” the bad little bear; the “Hobby Horse” and 
the “Little Pink Pig called Truffle,” to say nothing of 
motor cars, steel trucks and everything else that went 
to make up the toy galaxy. 











The More Vibration /a, 
The Tighter a oN 
They Lock re 


That Lock 


Twisted teeth prevent slipping, sliding, spreading. 
absolute minimum of labor cost. 






It’s the Twisted Teeth 


Absolutely non-tangling. 


You'll Find Real Use for 
The Shakeproof 


Reference Bulletin 


_ Engineers, superintendents, production men— 
in the hardware fields—rely upon Shakeproof 
Lock Washers for improved work and speeded 
labor. 
Some of the best known manufacturers of 
light and heavy hardware say Shakeproof 1s 
the one real improvement made in lock wash- 
ers during the last thirty years. 


A positive lock applied, therefore, at the 











Shakeproof Locking Wire Terminals eliminate one step of assembly—lug terminal and lock washer in one. ; 
So write today for your free copy of Reference Bulletin, showing complete line in actual sizes (up to 14”) in the types 
You'll file and use it. Free samples at same time, if you ask for them. | 


Sizes up to 1% inches ) 


Type 12 Type 15 Type 20° 
Internal Countersunk Locking Terminal 


shown below. 





Type 11 
External 


SHAKEPROOF LOCK WASHER COMPANY — Incorporated 


2505 North Keeler Avenue Chicago, Illinois 
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In the “copy,” too, these personalizations were all 
woven in with the “Great Landing Station.” A last 
stand for imaginative childhood, maybe, but it worked 
out better than might have been expected. 

Last holiday season the Toy Department became 
“Station T-O-Y-S, Santa Claus Broadcasting.” A five- 
column newspaper and a page “Store News,” announce- 
ment set the date and hour at which Santa Claus would 
be “on the air,” at “Station T-O-Y-S, the only station 
tuned to Santa’s secret wave length.” Radiogram 
blanks, the good, old friendly manila ones, ‘almost like 
Western Union,” were placed in the toy section, where 
facilities for filling them in and a radiogram box for 
depositing them were provided. A similar blank was 
printed in the newspapers. To file their radiograms, 
the children had to come to the toy section. Messages 
filed before the close of store Friday were acknowledged 
“over the air” by Santa the following Saturday. This 
was actually done. 

The Jimmy Joneses and the Sally Smiths heard their 
messages and individual names, with appropriate com- 
ments from Santa, reverberating from the three big 
horns hooked up with his North Pole microphone. An 
interesting fact developed here. The Jimmys and Sallys 
were on the qui vive until their own particular names 
and messages were read. Then their interest appeared 
to be intruded upon by the life and color of the toy 
electric trains, speeding around their curves and 
through tunnels, by the antics of the mechanical toys 
doing their stunts and by any one of a number of 
attractions that caught the eye instead of the ear. 
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inclination and 
Possibly students 


They appeared to have more eye 
appreciation than ear consideration. 
of child psychology have this all accounted for. Per- 
haps it may be attributed to the movie era. Maybe 
the radio age will change this. At any rate, it is 
worth giving a thought when you are planning an 
appeal to children. 

Radiograms continued to pour in, nevertheless, and 
every week-end the message box was stuffed to capacity, 
a good list of names, by the way, for the children’s 
addresses were required. They multiplied so fast that it 
became impossible for Santa Claus to handle them all 
during an afternoon session. That was the only diffi- 
culty encountered. 

The plan of operations was simple enough. We had 
a high-power amplifier installed, with the announcing 
horns located in the toy station. Wires ran thence to 
a private room at some distance. We enlisted the ser- 
vices of an experienced announcer, one who acted in 
that capacity for a local newspaper in handling big 
news events. He was blessed with an understanding 
and appreciation of children and, best of all, with a 
fund of humor, important qualifications for the job. 

Later in the season, after the broadcasting had run 
its allotted course, Santa Claus appeared in person for 
his scheduled receptions. This is a custom many of 
the children, especially the smaller ones, continue to 
count on, no matter what innovations may have a part 
in the holiday program. By that time the toy activities 
were in full swing. 

Just what part the broadcasting played in the results 
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Double Acting Floor Hinges 
Spring Butt Hinges 

Screen Door Hinges 
Casement Window Hardware 
Door Bolts 

Screen Door Latches 

Sash Locks and Lifts 


POND HDWE. SPECIALTY CO., Los Angeles, Cal. 





+ Garage Door Hardware 


Ask for Catalogue Illustrating these and many other items 


MANUFACTURED BY 


The Shelby Spring Hinge Co., Shelby, Ohio 


COAST REPRESENTATIVES 








Push and Pull Plates 

Door Bumpers 

Mail and Letter Box Plates 
Door Holders 

Foot and Chain Bolts 
Basement Window Sets 


v 


D. L. HERMAN, Seattle, Wash. 
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Holiday Goods 


An increasing number of 
Anchor Brand Clothes Wringers 


are purchased each year during December by 
the large class of careful folks who 


“GIVE SOMETHING USEFUL!” 


Try a Christmas Display—It Pays 


Lovell Manufacturing Co., Erie, Pa. 
Largest Manufacturers of Clothes Wringers in the World 
Warehouses and Sales Offices 


BOSTON CHICAGO NEW YORK 
52 Pearl St. 62 E. Lake St. 86 Warren St. 
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Your Christmas Gift 





Buyers Want A & I Tackle 
They demand that first essential in Christmas 
gift merchandise, well-known high quality. 
And for a hundred years Abbey & Imbrie 
Fishing Tackle has been famous for its excel- 
lence, See that you get full benefit from 
this great prestige. Get your Christmas stock 
in. Get it on display early Advertise it. 
Play up in every way its fine reputation. 
(Clean up a real profit with your tackle depart- 
ment while you are at it. In ‘‘Fishing Tackle That's Fit for 
Fishing’’ the quality appeal shows up in every item-——highest 
atinbility always. Write for Complete Catalog and discounts. 


Abbey é& Imbrie 


FISHING TACKLE 


97 Chambers St., Dept. A-11 New York City 
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NATIONALLY ADVERTISED 


Approved by leading Testing Laboratories 
Guaranteed Quality—Popularly Priced 












75c List 


“R’’ Heater Cord Set 
lieater Plugs and Parts. 


















60c List 


° “B’’ Extension Set 
Standard and Special. 
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of the season can only be conjectured, but sales volume 
was greater than in any year preceding. An enlarged 
and better selection of stock and a more attractive 
setting and display no doubt were favorable factors of 
importance. 

With the toys well launched and on their way, which 
means that Christmas thoughts are in the public mind, 
we begin to specialize on the older folk. Our efforts 
to stimulate the utmost of interest are probably little 
different from those of the average store. We do begin 
early. Every merchandising event in November, or 
even in October, for that matter, that will lend itself to 
a suggestion that Christmas gifts may be profitably 
bought and laid away against the day, are made a part 
of the advance holiday promotion. The pre-Thanks- 
giving linen announcement always carries a Christmas 
suggestion. Any special featuring of hosiery, gloves, 
accessories of any kind, including the underthings, is 
brought into play. There is very little in the store that 
escapes, if it is of a nature that will lend itself to the 
occasion. 

In our holiday copy we endeavor to group our mer- 
chandise appropriately—broadly, gifts for pleasure and 
pleasurable utility; gifts practical, of pure utility or 
necessity ; gifts classed as luxuries, and similar arrange- 
ments. 

Now and again, we have leavened the loaf of con- 
tinual “Christmas Gift” exploitation with a straight 
out-and-out presentation of a special merchandise fea- 
ture; not advertised as a cut-price sale, understand, 
but of exceptional value and sufficient in volume to 
attract notice. Such an offering in its advertising is 
free from a hint of Christmas “chatter.” Usually it 
has appeared to afford an almost refreshing relief. 
The public has responded to it readily and when re- 
sponding has, in large percentages, remained to scout 
in pursuit of many an item on that inevitable Christmas 
shopping list. 


Should Make Them Think 


OUR editorial “Red Ink or Black” is very good. 
It ought to make some manufacturers and jobbers 
think and understand that the retailer must have a 
profit in order to sell his wares. If there is no profit 
in an item, the retailer will not push it. 
(Signed) D. D. MERCER. 
Fowlers & Sellars, White Plains, N. Y. 











Manufacturers and Jobbers Supplied Complete or in Parts to Allow 
Liberal Discount for Profitable Resale. 


AJAX ELECTRIC SPECIALTY CO., St. Louis 
Complete Price Sheets on Request 
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Think It Over 


F we all knew how slight is the difference in effort 

required to produce high-grade and low-grade ser- 
vice there would be mighty little low-grade service. 

Indifferent service is usually the result of an indif- 
ferent habit of mind. 

A business house can be no better than the indi- 
viduals in it. And a business organized by progres- 
sive individuals succeeds, while an indifferent indi- 
vidual and an indifferent business flounder in the 
sea of despair. 
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The Conductor of the 


Hardware Business 


r NHE successful conductor of a hardware busi- 
ness runs no lightning express for the Station 
of Success; in business, only accommodation 

trains make that station. In business, as in life, he 

who does the most for others usually does the most 
possible for himself—that is, if he keeps hard-headed 
common sense earning its salt! 

It was hard on to closing time when one hardware 
man spent quite a bit of his valuable time because 
he was not willing to allow the good to be the enemy 
of the best when he was waiting on me. The amount 
involved was small, but the principle involved loomed 
large. Tell me, why does that little incident stick to 
the ribs of my mind? Why does some inner monitor 
say “‘Remember,” when hardware need is insistent? 
A wonderful magnet that small accommodation has 
been for my trade. 

Mark you, it takes time to be accommodating! In 
fact, it takes time to do anything worth doing, be 
it raising a hill of corn or tunneling through some 
Goliath of a mountain! If we are miserly with our 
time and service, will our customer’s trade not be 
ditto? Here is a great railroad train stopping at a 
little station. A single passenger boards it, paying 
possibly twenty-five to fifty cents for a local fare. 
Does this stop spell any immediate profit or does it 
spell loss for the road? Do they not look ahead ten 
years and vision a fine station, growing community, 
freight, passengers, etc.? 

Is this not true in the hardware business? A hand 
rake and a scythe today; a horse rake and a mowing 
machine tomorrow—or possibly a tractor and gang 
plow. The laws of increase in business are not all 
arbitrary, they may depend on personality, and the 
factor of accommodation should be in evidence. We 
simply must not be miserly with time and effort when 
trade hangs in the balance—which is a fool thing to 
say, for trade always hangs in the balance! Even 
a bargain ad that transforms a hardware store into 
a human beehive avails little in the end unless 
sunny, accommodating personality furnishes good 
backing. 

Presumably the hardware dealer who grudges a 
customer a bit of his time is a direct descendant of 
the fellow who once wrapped his talent in a napkin 
and hid it in the earth, as recorded in: an old, old 
book. 

A genuine desire to give the best service possible 
will make a hardware man attractive to customers, 
even if he is as homely as the proverbial hedge fence. 
Is not “Handsome is who handsome serves,” a good 
slogan for the man who stands back of a counter? 
Note that no matter how accommodating a conduc- 
tor, he always collects his fares—in fact, travelers 
are glad to hand over their fares to such a conductor. 
Here again we find a parallel in business, for most 
people are content with having the accommodating 
man reap a decent harvest of profit. Do such people 
not often say, “Glad Jones is prospering; he de- 
serves it!” 
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The choice oil in a Ww “\ 
whale was baled and = | 
scooped from his head 
or “case.” 








(Reg. U. S. Patent Office) 


Wood Screws—Machine Screws 


Drive Screws—Stove Bolts 


are the choice of the trade 


Samples on request 


(Ay CONTINENTAL 
(—\ wood SCREW CO. 


is New Bedford, Mass., U. S. A. 


‘ ‘oom omats 
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Russell Jennings 
Auger Bits 


Patented by 







No. - 

o. 101-E Mr. Russell Jennings 
Electricians in 1855 
Auger Bit . 


Quick Boring Thread 
Single Lip and Spur 


Russell Jennings Mfg. Co. 
Chester, Conn. 












CLOTH WINDOW VENTILATOR 


Diamond “E” Ventilators move quickly 
off the dealer’s shelves, because they 
are practically indestructible and 
instantly adjusted to any 
size window. Eight 
popular sizes. 
Retail at 60c 
to $1.10. 









BUY 
FROM 
YOUR JOBBER 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 
Send for Dealer Proposition 
IVER JOHNSON’S ARMS & CYCLE WORKS 
B32 Riwer St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake St. ; 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine St.; 
Ogden, Utah, 2327 Grant Ave. 




















Here is a profit- 
able item for hard- 
ware dealers. The 
utility and hand- 
some appearance 
of the Westray 
Chip Rack create 
sales on sight. 


WESTRAY 
CHIP RACKS 


f 


f : 
u 


Write for full in- 
formation. 


Western Tray 
& Case Co. 


427 Plum St. 
Cincinnati, Ohio 
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YOU WOULD BE 
SURPRISED 
AND PLEASED 


to see how quickly a No. 80 
lire Pot will heat soldering 
coppers or melt a pot of metal. 
The No. 80 Fire Pot is noise- 
less, smokeless, and odorless— 
strong, substantial, economical 
and durable. We warrant it to 
please critical mechanics, they 


& tam 
pvtor" Sfp ; . , 
cuhY MEG. CO > will appreciate its merits. 





i No BO 
Dt raat aes A Jobbers supply at factory price. 
Clayton & Lambert 
No. 80 Fi Po ” 
ack Cet setent += Mfg. Co. 


6275 Beaubien St., DETROIT, MICH. 














MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 
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The Weather and Business 


NE of the favorite indoor sports of the average 

business man, particularly during the winter sea- 
son, is to “cuss out the weather.” And yet we seldom 
stop to think that there is scarcely a type of weather 
which does not directly benefit some type of business 
man; and that any benefit to one portion of the business 
world is bound to be a benefit to every portion in some 
degree. 

For instance, the bathing suit manufacturer must 
not forget that the cold weather of winter helps his 
neighbor who is in the fur business to make profits, 
which in turn helps general prosperity and helps him, 
the bathing suit manufacturer, indirectly in the end. 
He should stop to think that, if every day was hot and 
fair, bathing would not offer near the zest and sport 
that it does under present conditions and his sales of 
bathing suits would undoubtedly be materially curtailed 
as a result. 

In scores of other ways, extremes of weather have 
their direct results upon business. The big mail-order 
houses tell us that rainy days help their sales because 
farmers stay indoors on rainy days and have little else 
to do than to read their mail-order catalogs. Insurance 
agents report that they can make better and bigger 
sales on cloudy days because, somehow or other, their 
prospects seem to be able to visualize the uncertainties 
of life upon gloomy days better than on sunshiny days, 
with the result that they then contract more insurance. 

A rainy day may result in much less business and 
many fewer sales for department stores; yet, on the 
other hand, sudden and unexpected showers frequently 
mean bigger sales because they hold prospective pur 
chasers within such establishments with the result that 
customers make more purchases than they originally 
intended during the time they are unable to get away. 


Carelessnessa Primary Fire Risk 


CCORDING to Government figures, the annual fire 
A loss in the United States is $550,000,000, a large 
proportion of which can be definitely assigned as due 
to carelessness. Carelessness with matches, failure 
to repair defective flues, carelessness in handling 
gasoline, in throwing cigarette stubs, etc., each have 
contributed their share to the huge total. Apparently 
so long as the public continues in its belief that the 
fire insurance companies pay the fire loss, and do not 
recognize that they themselves are paying it in in- 
creased insurance rates, it will be difficult to eliminate 
this cause for the huge fire total. When we begin to 
look upon all fires as an economic waste and an in- 
direct tax upon each individual, some progress in the 
elimination of carelessness as applied to fire hazards 
will have been made. Even from a selfish viewpoint 
we shall realize that it pays to play it safe, for we 
shall have learned that the insurance company mere- 
ly compensates the loser in a measure for his loss, 
while the policyholders themselves really pay the 
amount in increased rates and higher premiums. 

The Nebraska Ironmonger. 
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The Part that Pays See ee eee Le Ue 
HE recent National Distribution Conference = Christmas Greetings HN 


tackled a big subject. Time was, about a decade Laherner BN 
ago, when the factors of production were what mattered «#& AN 
most in the industrial scheme of things; but today the Distinctive—New—Different aN 
world of merchandising knows no bigger problems than B& Appropriate ; 
the intricate ones which are bound up in the highly- You'll want to remember your customers WN 
complicated and many-sided subject we call: Distri- %&%f this Christmas-time. For Christmas Greetings 


build good will and bigger bank balances. 


bution. Write today for samples designed especially for i 
But the Distribution Conference brought to light so | merchants in your line. No obligation, of i= 

many instances of merchants jeopardizing their success %& a < 

or even failing through not analyzing their customers | M. P. BROWN 

and their territories, that it was prompted to stress ’ FORT WORTH TEXAS 


the urgent need for such analyses in its final report. 
It is of vast importance that a merchant should not 
be in blissful ignorance of the fact, for instance, that 








90 per cent of his business is done with not more than — M 

50 per cent of his customers; yet the Conference met | ant oore 

with not one but many instances of this kind. It is }eoe nee Thumbtacks 

vital that a merchandiser should know and realize that Zee a* (Sharp Steel-Points) 

customers in 25 per cent of the territory he endeavors ‘Ted W be Dealers 

to serve give him 75 per cent of his total sales. “An ne®e o%e Nickeled Steel 18-5c blks $ .55 
+ a i e ® Enamel Covered 18-10c “ $1.10 

accurate analysis of these factors would be of immeas- i e,° e,° Brass Thumbtacks 18-10c “ $1.10 

urable benefit in determining the particular customers a 4 4% oo? ee re: Roamel Colored 

and the limits of territory which can be served eco- beet | "s Fr 

nomically,” warned the report of the Conference. | a aa Ph pee gh py Sone 

It is well to be ambitious, but one’s ambition must \ Pines tee Pa tha . oF | CellulidCovered, Marking Numbered 
be tempered with the practical. It was an oft-quoted aati a Moore Push-Pin Co. 
adage in the late World War that no advance in the K Display | (Wayne Junction) 


Philadelphia, Pa. 


TAPLIN 


Double Dasher 


Centre Drive—Iron 
Frame and Gears 


line of battle is of much, if any, worth which cannot 
readily be amalgamated with the rest of the old line 
and held against the enemy without more than reason- 
able losses. Similarly, in the world of merchandising, 
a dozen new customers or a material increase in the 
scope territory served may very readily represent losses 
which will have to be made up by a sizable slice from 
the profits of old customers and old territories which 
have long since become an integra] part of one’s profit- 








Comfortable to grasp—no sharp edges to cut 


j business, the hands. No holes or crevices to hold decay- 

- ng u . : ing food. No soldered parts to come loose. No 
Every customer and every territory has the right to parts that bend and cramp the gears. 

assume that prices and service enjoyed are not made a 2 ee 


higher because of losses sustained with less desirable 
customers and territories, 


30 Years’ Experience 
Behind This Beate) 


THE TAPLIN 
MFG. CO. . 


New Britain, 
Conn. 
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Feature Programs 


Osborne High Grade Punches 


In connection with window and interior displays of 
radio it is a good idea to use a show card on which ; 
you call attention to the broadcasting of some special 
sporting event or some interesting feature on the regu- 





¢ ) ’ ¢ ; 
lar programs. Let people who haven’t radios know Belt Punches Arch Punches 
what they are missing, The average American is no Spring Punches Revolving Punches 
longer interested in radio solely for the sake of the A varied and attractive line for the Hardware Trade. Also: 
: ; ‘ . Leather Workers’, Trimmers’ and Upholsterers’ and Plumber’ 
novelty of the thing. The various musical, sporting and Lools. 
a P ° The above tools will please your customers, as well as our 
political events are what interest him, and the more you famous Round and Oval Punches. 
. . Remember we have bad one hundred years of successful manu- 
tell him about these the more you are boosting your facturing experience. employ only skilled workmen and use the 
. finest quality of materials. 
radio sales. We atan back of every tool we make. Try us. 


Write for Catalog 
Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 
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A Leader for Three 


(enerations 


That “Cleveland” Grindstones have 
maintained leadership from a be- 
ginning three generations ago 1s 
ample proof that they are grind- 
stones of extraordinary quality and 
is abundant assurance to the present 
generation that there are none better 
than “Cleveland” Grindstones. 








HARVEST KING 
Ira of ue a steel 
1 “" "28% =%" strongly 
br — nd is equipped with 

ndard high = ade 
sele op Cleveland’’ Grind 
stone. Ares onli com 
plete, stone crated separ- 
ately to save freight. 





STERLING 
Substantial a. running, 
ed with a ‘‘Cleveland 
a ree ne, ae uine Ber 
or Lake Huron gr a whieh 
we alone ufacture. 19 
to = in ches in pou eter, 
1%” to 24%” thick. ma 
can <a et up in 5 iain 
ely by manipulating « 
. me & - c ped kn cnet 
slow nd crated. 





The Cleveland Stone Company 
Cleveland, Ohio 


283 Front Street, New York 
Lombard & Co., Inc., Boston, Mass. 
New England Agency 





—a Cleveland Stone Company prod- 
uct will do the work—do it well. 
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A Good Fence 
Is a Good Investment 


Property values always rise when a good 
fence is erected. The thrifty homeowner 
knows this and acts accordingly. Are 
you getting this business? You will if 
you can supply your customers with at- 
tractive fencing that will last and retain 
its good appearance. 

Dwiggins Ornamental Wire Lawn Fence 
is the kind that sells on sight. Its ap- 
pearance and readily apparent high 
quality create sales. Salesmanship is un- 
necessary—the customer’s common sense 
makes the sale. 


Style Y Lawn Wire Fabric 








165 ft. and 330 ft. Rolls Carried in Stock. Special 
Size Rolls Made to Order 









No. 80 Lawn Fence with Style B Wire 


One of our most popular fences and 
one you can sell at a moderate price. 
Very attractive in appearance and of great dura- 
bility. 

Our Non-Pullable Steel Fence Posts are used 
with this fence. 


DWIGGINS WIRE FENCE CO. 


Anderson, Indiana 
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‘Favorite” Family Scalee | 


Are Better Scales 
They Are Quality Scales 


Accurate—Reliable—Built for Service 


No. 147 “Favorite” Family Scale 






S CALES which have stood the 
test for years. Favorite Scales 
have been used with satisfaction 
by housewives for the past cen- 
tury. Accurate scales are needed 
daily in the kitchen for checking 
purchases—cooking, canning, etc. 


‘“‘The Favorite”’ 


is a scale of recognized quality. 
There is always a demand for 
something better. Chatillon Scales 
are substantial, well-built, accu- 
rate scales, designed to give proper 
service to the purchaser, yet selling 
at a reasonable price. The finest 
quality household scales that are 
built. 











Made with either lithographed 
metal dial or white dial with glass. 


Write for Complete Information 


JOHN CHATILLON & SONS 


Established 1835 
85-99 Cliff Street, New York City, N. Y. 
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Allsteel Shelving for 


a Hardware Stocks 


sities IGHT, strong, fire-resistant — quickly 


erected or re-erected without special tools 
—and giving 10 to 30% greater storage space. 


To fit growing needs, additional units may be 
added later—or the entire installation moved 
and re-erected elsewhere. 


Allsteel Shelving makes the finding and placing 
of hardware stock remarkably easy. It gives 
better display for your merchandise, too. The 
Allsteel mark on the shelving you buy is a guaran- 
tee that you’ve made a permanent investment. 


Write for a copy of ‘‘Saving with Shelving’’ Seas 


THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
Dealers Everywhere - Canadian Plant: Toronto, Ontario 
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aanmaame Attach this coupon te your firm letterhead saaeeees, 


The General Fireproofing Co., Youngstown, Ohio (H.A.) 
Please send me without obligation a copy of your beek “Saving with 
Shelving.” 
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Wherever 
Oil is Sold 





Wherever oil is sold, there is a distinct 
need for Brookins Service Station 


Equipment. 


Hardware jobbers who 
recognize this fact and 
add Brookins Equipment 
to their line will find an 
existing market that makes 
their decision a highly 
profitable one. 


THE BROOKINS MFG. CO. 
342 Xenia Ave. Dayton, Ohio 





Brookins Portable Drain Tank es 68 





Brookins 
Gasoline Can 


Carries extra gas te 
stalled cars—won't 
spill. No funne! 
needed even for 
hard-to-get-at gas 
tanks——flexible meta! 
hose reaches them 
all. Made of heavy 
terneplate in two 
and five gallon sizes 





Brookins Oil Measure 


Made in copper Anish in one. 
two, four and five quart sizes 
flexible metal hose 


that reaches any oil intake 


The Brookins Portable Drain Tank is equipped without 


with a folding handle and sled-like runners 
and can be easily shoved under any car or 
drawn from place to place. The screen cov- 
ered sloping top catches the oil from the 
erankcase without splashing a drop and con- 
ducts it into the tank underneath. Severa! 
ears can be drained hefore emptying. 


of oil. 


a funnel. A handy 
thumb-valve controls the flow 
Standard at the best 
equipped service stations 
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S quality is always a first considera- 
tion with us we know that the metal 
used in our rivets is absolutely “right” to 
start with. This is also true of the fabri- 
cation of the metal into the finished prod- 
uct. As proof of these statements we in- 
vite a comparative test of the driving and 
setting qualities of our rivets with those 
of other make. 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 





——— Pn 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


























































































































































































NORTON 


TRADE et Me 








There is only One 
GENUINE 
NORTON Door Closer 


1)‘ YN’T let appearances deceive you on door 


closers. There may be some that look 


like the NORTON. ‘There may be some 
claimed to be “just the same as” the NOR- 
TON. But, always remember-——there’s only 
one genuine NORTON Door Closer! 


Performance tells the difference. [ven where 
our principle is imitated, the true NORTON 


still excels in use. For only the original 
NORTON factory has the facilities and the 
knowledge necessary to correctly manufacture 


and assemble the working parts to the mathe- 
matical exactness that gets the maximum out 
of the principle. 


Yet we are constantly improving the NOR- 
TON. Not in its tried and proven principle. 
Sut in the mechanical parts. For we are de- 
termined that in the future. as in the past, the 
genuine NORTON shall- continue to be the 
world’s best door closer. 


NORTON DOOR CLOSER CO. 


2900-18 N.Western Ave.~- Chicago, III. 


The Largest Exclusive Door Closer Manufacturers 
in the World 
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New Features 


For New Profits 


Sem, Fire Extinguisher advertising in 23 
representative magazines of national cir- 
culation is sending customers into the 


stores for 


The 
RE 
EXTINGUISHER 
AND 


Gout FIRE 
EXTINGUISHING LIQUID 


Why not cash in on this demand? 


IMPROVED 








Get your share of Bug Fire Extin- 
guisher business by keeping these 
extinguishers displayed out in front. 


You can make your tie-up with Beg 
Fire Extinguisher national adver- 
tising more effective by putting rez 
Fire Extinguisher dealer helps towork 
for you — a Grew Fire Extinguisher 
display tells its own sales story. 


Siem, Fire Extinguisher advertising 
is continually selling the consumer 
— is backing you up. Dealers have always 
made money selling Gag Fire Extinguishers— 
and always will. They are favored for their 
dependability. Their new features mean new 
profits. Every home and automobile owner is 


a prospect. 
A §pemt FIRE 
EXTINGUISHER DISPLAY 
Tells Its Own Sales Story 


A Srene Fire Extinguisher sales representative 
or your Jobber’s salesmen will gladly explain 
how these improvements have made a good 
extinguisher better. 





Order Now Through Your Jobber 


PYRENE MANUFACTURING CO. 
NEWARK, N. J. 
“Fortify for Fire Fighting’’ 
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( SRIFFIN Butt Hinges 
are made to conform to 
and harmonize with 
every scheme of mod- 
ern architecture and 
interior appointments 


Manufacturing Co 
ERIE, PENNSYLVANIA 
vanch Of 


45 WARREN ST. NEW YORK 
74 W. LAKE ST. CHICAGO 
28 BINFORD ST. BOSTON 
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The 
Importance 
of Selling 
Good Tools 
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One of the most important items sold in hardware stores and one 
which reflects the character of the store, is TOOLS, such as are 
used by mechanics and laymen. 


Sell a man a poor wrench, hamnfef_aw, screw-driver, etc., and 
your chances of repeat sales are lost forever. Among the tools 
mentioned we make nothing but WRENCHES and safeguard 
your interest by seeing to it that every COES Wrench is good 
enough to bring the customer back for MORE of the SAME 
KIND. 


Leading Jobbers handle the Coes line. 


COES WRENCH COMPANY 


“In Business Since 1841” 


Worcester Mass. 
5. G, MeeCarty & Ces ccc cece: 29 Murray Street, New York 
Selling Agents John H. Graham & Co. .. 113 Chambers Street, New York 
Fenwick Freres ........ 8 Rue de Rocroy, Paris, France 








Allith-Prouty 


Look ’em ALL over 


Only by comparison can you judge how 
good Allith straight Sliding Door Hang- 
ers really are. 


Then compare the price. But when you 
compare the price be sure, too, to com- 
pare the quality—for quality produces 
economy—cheapness produces extrava- 
gance. 


Compare the can’t-jam wheels with their 
hardened steel axles; the extra long and 
extra heavy, adjustable door plates; the 
frames and pendents made from certified 
malleable that exceeds 50,000 pounds per 
square inch in tensile strength, 10% in 
two inches in elongation and 35,000 
pounds per square inch in yield point. 


Look ’em all over. Then remember that 
Allith Hangers have back of them more 
than 25 years of honest effort and we'll 
leave our future progress to your good 
judgment of hanger hardware. 


Catalog No. 95 should be on the desk of every 
architect, contractor and builder. Write for 
it on your letter-head. 


Manufacturers of the finest line 


Hangers for 
Straight Sliding 


Doors 









A No. 68——For extremely heavy doors 3 


in. wheels: 12 in. apron. Capacity “_ 
Ibs. No. 72—10 gauge apron &-3/16 
long. Fits doors up to 2% jn. thick. Ca 
pacity 700 Ibs. No. 66—14 gauge apron 
6% in. long. Adjusts door to proper dis- 
tance from building. Capacity 400 Ibs. 
No. 63—14- gauge apron 6% in. long. Ad 
justs door to proper distance from building. 
Capacity 400 lbs. No. 61—Same as No, 
63 except No. 61 is without vertical J 
' attach™ents. Capacity 500 Ibs. 













ALLITH-PROUTY COMPANY 





DANVILLE MANUFACTURERS OF ILLINOIS 
Sereee Deor Hardware Spring Hinges pene — 
Fire Deer Hardware Overhead Carriers 








Gp of Gorage Door Hardware 
eS 
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A Practical Step Ladder, 
Light, Strong and Safe 
Made of Selected Spruce 


Pick up a Super-Strong 
Step Ladder—you'll find it 
light and easy to handle. 
Step from the bottom step 
to the top step—you'll no- 
tice how firm and rigid 
each step supports you. 


Each 
Trade-Mark 


Super-Strong 
Step Ladder 


is made of selected Spruce. 
A Patented Steel Step 
Support reinforces and 
holds each step absolutely 
secure. Customers are safe 
with these step ladders. 
You are safe in selling 
them. 

Six styles. 

Sizes: 4 to 12 ft. Special 
sizes: 14 to 20 ft. 

Also manufacturers of all types of ladders for farm and household 


and special scaffolding for contractors and decorators, 


The Superior Ladder Company 


516 East Madison St., (Lincoln Highway ) 
GOSHEN, INDIANA 


on commission who handle allied line 





lgents want 




















Swedish 
Pansar 
Files 


PANSAR 





Trade Mark 


Circular 


Flexible ¥ Z Cut 
Blades BA 

Tanged 

Half-Round 

Bastard Fully. 


Smooth Guaranteed 


We carry a full line of files, chisels and pliers 


Write for catalogue 
SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
116 Broad St., New York, N. Y. 


Minneapolis, Minn. 304 Railway Exchange Bldg., Montreal, Can. 
Seattle, Wash. 
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The ‘“‘Premier”’ 
Ball-bearing—Adjustable Tension 





Type 4001 


Consider the Life of a Hinge 


The life of a hinge is governed by the durability 
of the parts which must stand the most wear. 

The “Premier” Spring Pivot Hinge has been 
designed with a drop-forged piston, hardened 
steel roller-bearings for the eccentric, compres- 
sion spring of tempered steel flat wire and ball- 
bearings to carry the weight of the door. 

These features make it the “Premier” hinge of 
its class. 

Send for Catalogue H-42. 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U.S. A. 








The Holmden 
Lawn Weeder 


Is an Easy Seller 


No stooping or bending over 
Gets all the roots. 





Positively guaranteed. 
Liberal discounts. 


Sold through your 
jobber. 


Holmden Lawn Weeder Co. Place fork of 


Weeder over weed 


1106 Schofield Bldg., Cleveland, O. and push, 
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The Customer with a Hobby 


He usually has one little plot, carefully cultivated, grow- 
ing every sort of a vegetable that’s sold by the package. 
Perhaps a set of tools—good tools—a few garden imple- 
ments and a deep-seated faith in his hobby—/is home. 





He isn’t so hard to please—just a little economizing, doing 
3 a his own repairs during the week-end, and depending on his 
TAINTED SCRE : 


WIRE CLOT? home-town dealer for supplies—and advice. 


| 
ne 


If you pass his home some time this summer look over his 
rescreening job. “Perfect” was a good selection. You will 
be glad you recommendeéd it. 


Your Jobber stocks “Perfect.” 


AMMEN VLUAVALLUGSE AGUAS AVATAR A 


LUDLOW-SAYLOR WIRE CO. 


St. Louis. Mo. 


VA AMP QNUAUOUALUIAUULANTAE 






























pm FOR COUNTER, WINDOW 
hi OR OUTSIDE DISPLAY 


aN a 


THE MYERS 
HOUSE PUMP DISPLAY 














Years ago, we started to build better house pumps 
for discriminating buyers and soon discovered that 
better house pumps were also appreciated by others 
who were not quite so particular. And this is the 
outstanding reason for Myers Pumps enjoying an ever 
increasing sale from year to year. 

They are designed and built to serve better, last longer, 
and pump a larger volume of water than the ordinary house 
or pitcher pump. Such features as the patented easy operat- 
ing cog gear head, the patented glass or perfection brass seat, 
reversible handle, siphon or cock spout, distinguish Myers 
House Pumps from others, and when displayed the Myers 
Way make sales and profits for dealers. 














Literature and prices to the trade. 


THE F.E,MYERS & BRO.co. 


ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose. 
WATER SYSTEMS-HAY end GRAIN UNLOADING TOOLS - BARN.FACTORY and 
E DOOR HANGERS- STORE LADDERS. Etc. 
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The Hose Is Not Always to Blame! 


Leaky garden hose can often be traced to the fittings—im- = 
proper couplings or carelessness in clamping play an impor- 

tant part in the life of a garden hose. 

Sherman Wrought Brass Fittings are the standard mainstay of dis- 

criminating dealers. Permanent, rustproof and of the highest quality 


material. They offer longer wearing features. When you sell hose 
sell Sherman Fittings. They cost no more. 





Sherman Hose Couplings. The best that Sherman Heavy Wrought Brass Clamps. 
can be made. Of fine appearance with Sa Bg pny Neng 

: ose like 
accurate machine cut threads a deep, brass. Sherman Clamps are made to give 
clean corrugations. Made in %—%—% satisfaction. There is a clamp for every 
and % inch sizes. purpose and any size. 


(Patented) HH. B. SHERMAN MFG. CO. - BATTLE CREEK, MICH. 


(Patented) 











KIMBALL 
LIGHT ELECTRIC 
ELEVATORS 


These Elevators are quickly and easily installed 
in your building. They are easy to operate and 
give as fine a service as elevators costing many 
times as much, 
They are built in several capacities, ranging from 
1,000 to 3,000 Ibs. 
Kimball makes more light electrics than any other 
one type. These machines have given satisfaction 
wherever electric elevators are used. 
There is a Kimball Elevator built for every purpose 
KIMBALL ELEVATOR CO. 


1117-41 ninth St. Council Bluffs, lowa 


Heater Fountain Insulated Wall Fountain m 


‘“‘Moe’s Line” is a _ distinctive 
and popular line of poultry 
equipment for which there is 
an all year around demand. 


It is a complete, satisfactory 
and profitable line to _ sell. 
Everything for chicks and 
chickens, all designed right, 
well made, and will bring you 
satisfied, repeat customers. 

Make your store headquarters 


for this popular line. < Fr 
Write for New Catalog No. 16. ae Jars 


Now Ready. 


HOE FT & COMPA Kimball Elevators 
2305 Davis St. ae wd a, | A Step Ahead--- 


“Ses 

















Do YOU Want a Good Position? 


Right now you may be looking for a good position as Manager, Assistant, 
or Salesman with some responsible Hardware company. 

And right now some one may be looking for you. 

The best meeting place is in the Classified Opportunities Section of Hard- 
ware Age. 
_ Fifty words at a cost of a dollar and a half will put you on the right road, 
in the right paper, for the right position, with the right Hardware concern, 

Send your ad to 


Classified Opportunities Dept. 
HARDWARE AGE, 239 W. 39th St., New York 
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€=Look for the tag, carrying our name, at the end of every roll! 


sm The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 













Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


- ~~ ff , ’ eae | Seat New York City Georgetown, Conn. Chicago Kansas City 
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Sell Them 
by the set 





72% Greater Holding 
Power Than Wire Nails. 
Won't Split the Wood. 
Heads Stay on. 

Send for Quotations 
READING IRON 


COMPANY 
Reading, Pa. 


Makers of Cut Floor Nails, Rico Hard 
Floor Nails, Large Head Cut Foundry, 
Headless Out Foundry. Black and Gal- 
vanized Out Shingle, Cut Clineh 
Hinge Nails. 


REA 








Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 


It isn’t bard. Bvery mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, ete.* Try it. 

center oF 4 


Forstner Bite are the only bits that are not dependent on « 
level to guide them. They cut from the outer rim. The entire surface is 


at work all the time; no jagged ends; every part of the work is smooth 
polished. They bore their way through ha knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 

Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 



































MA 


Bemis & Call Wrenches offer more than 


immediate sale possibilities. Their excel- 


Repeat Order 
lent quality and improvements guarantee 
Q U A L ] T Y a large and more satisfactory business of 
repeat orders. 


They make good in service and make 
friends with their users. Their “friends” 
are your best assets. 

Handles, Frames and Bolsters are one 
piece, powerfully braced. Screws are made 
of solid high grade steel. Bars forged 
— open-hearth steel with oval front and 
ack. 


We will be lad to send you prices. 


BEMIS & CALL CO. Springfield, Mass., U. S. A. 








AM 
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Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

partment Stores carrying hardware and housefurnish- 


De 
s in the United States. 
‘Bsaudestusess” Agents in United States, Canada and 


in 
Foreign Countries. 
Automobile Accessories Jobbers. 
Dealers in Mill, Steam, Mine and Machinery Supplies. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers and Retailers. 
Mail Order Houses handling hardware and housefurniesh- 
ngs. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 
Radio and Electrical Coods Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 








tiardware Age Verified List of Whulesalers and Ketaiiers 
is indispensable in economic direct-by-malil promotion work 
and also a helpful guide for salesmen's calle. Every sale» 












Buyers have confidence in our 
products We roll our own 


steel We fabricate Indiana 

























en  E. We furnish manager should have one on his desk, and every sale»man 

The leading agricultural implement could profitably carry a copy in bis grip. Since the previous 

manufacturers in the U. 8. buy ou issue was published there have been mwere than 10,000 

steel for raw material. Some recommen- additions and corrections, and these all appear in the 
dation! Write for catalog and prices or Seventh Edition 
ask your jobber for Indiana X-tra Quality ‘ 







Shovels 


Hardware Wholesalers find Verified List of great vaiue tn 
‘‘checking’’ their retatl prospect records. 


















Indiana Rolling Mill Co. ' 
New Castle Indiana one at 
Affiliated with . ° 
Galesburg Coulter-Dise Co. Hardware Age Verified List Department 
‘“‘We roll our own ateel’’ 239 W. 39th Se. New York, N. , 























J. L. THOMPSON MEG. CO. 
Waltham, Mads. 


Tubular and Bifurcated 


var the Hardware Trade RIVETS 








Better MachineScrews 
























SAMSON CORDAGE WORKS | [ sranparo since 186s 


For $8 years Priest’s Clippers 
GASH CORD, CLOTHES | Sere sien, universal sta 


LINES, SMALL LINES Barbers and Horsemen, We 
ETC. SEA /OR LAPALOG TS ee 


MA SS. Nashua, N. H. 





MANUFACTURERS OF 


BRAIDED CORDAGE 
AND COTTON TWINES 
BOSTON 


























al ge 
TESCO TIRE CHAINS] |] HOHNER HARMONICAS ]} 
—sell all year ‘round. See that you have ample stock on hand to 
ARE GUARANTEED satisfy the growing demand which is being created by the big 
‘ national advertising campaign. Bigger profits and greater prestige p 
are certain for the dealer who handles the Hohner product. 
Western Chain Co. a M. HOHNER, INC. 
Chicago, U. S. A. L Dept. 66, 114 East 16th St., New York City } 











0. Lindemann & Co. | ==S3OUGWR) 518) Cis! 
PrefProducts Ff 


B= Glass-Paint-Varnish-Brushes 
PITTSBURGH PLATE GLASS CO. | 








NH 





\| 












Manufacturers of 


BIRD onad® en 
CAGES Established 1863 


35-37 Wooster Street, New York 


\ 
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$ 5 Makes You LANDRETH’S 





SOCKET WRENCH 
HEADQUARTERS Garden and Flower Seeds 


Mixed Lawn Grass 


. Now is the time to place your Garden, Flower 
ee eee ov Seed and Mixed Lawn Grass Seed order, if you 
cnet an veer Gates vom have not done so for this Winter and Spring 

y 1 shipment. If you would like our prices, send us 


trade soon learns that you fas hes et nie d 1 , 
can supply any needed socket, S ae Cees Ss Sore ee we ee 
niin ae wtiicheet The you on Seeds of Thy kinds in bulk, in litho- 


aph mons of I Ib. lb. and 4% lb. and in 


Cabinet offers a convenient 4 
and attractive medium for Fiat Papers. We ate. a so like to quote you on 





the dlepley of the stock. on wn Grass. Please give us the oppor- 
an a eo an investment 

of only $54 makes your store 1926 ROP 

Socket Wrench “Headquar- CRO 

ters.” Before buying for delivery after 1926 crop, send us « 


list of your wants that we may quote you i our traveler 
does not call upon you at 


No. 00 As , 3 Parts, 
0. 1100 Assortment of 113 Parts the pr » Ghee. 


including 75 CHROME NICKEL 

Steel Sockets for Hex and Square 

nuts; Speeders, Offsets, Tees, We are the oldest Seed 
Ratchets, Connectors, Universal House in America is be- 
Joints, Extensions, etc. Graded in ing our 142nd year in the 
proportion - sy All — Seed Business. Had we not 
interchangeable. Net price, in- ood 

cluding all-steel cabinet, $54. mats geet ccede, given 


good attention to business, 
good service and fair prices 

we would not have iateeal 
so long. 


Businese Established 1784. 


D. Landreth 
Seed Co. 


Bristol, Pa. 


Write us for name of the Walden- 
Worcester jobber and for Socket 
Wrench Catalog No. 60. 


STEVENS WALDEN-WORCESTER, INC. 
Mira. of Walden-Worcester Wrenches 
and Stevens ‘‘Speed-Up’’ Tools 
Worcester, Mass. 























Alp Wa 'S >t Pu 7. e | Take the pictures out of the mail order catalog and 
they won't do any business. 
| You can show better than pictures by sampling the 


to l ts name _ ees show you how to get an increase 


ee yi ; of from 50 to 100% if you will follow his simple, 
inexpensive tried-out plan. It won’t cost a cent to 
talk to him. Just mail coupon TODAY. 


: W. C. Heller & Co. 20 verey'st..'Now York City 
GE hisses Sitens, &ehatiee Kindly have your man eall 1 would like to increase my knowledge 


Worcester, Mass. of Merchandising Hardware 


Name 





Address 
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WANTED REPRESENTATIVES 
TO 























1H STEWART IRON WorKS Co. 


OMPORATIO 


225 Stewart BLOcK CINCINNATI. OHIO 








73 9 H 
Robertson “Horseshoe Magnet’ Hammers 
Permanent magnet which holds Sn 
7 eS S- 


the tack in position for driv- 
ing. Awarded the Silver Medal 

(the highest offered) at the Panama- Pacific Exposition. 
Good profit. 


Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 

















DROP FORGED 
WRENCHES 


Designed and proportioned to give stiff 
ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23. 
ARMSTRONG BROS. TOOL CO. 
814 N. Francisco Ave., Chieago, Ill., U. S. A. 
















HACK ‘Tl ENOX” SAWS 
sccm SD ccnc. 


“The Fools in Lhe Peiaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS —- SCREW ORIVERS - GLASS CUTTERS 











Improved Featherweight Creeper 


Size No. 3 for Men 

Size No. 2 for Ladies 

Size No. | for Cuban Heels 

Retails at 50 cents per pair 

Price to dealers $4.00 per dozen 
Order from your jobber, or we will ship 


direct, C. O. D. 


CHURCHILL MFG. CO., Inc. 
287 Thorndike St., Lowell, Mass. 








S TRATTO Plain o saneed in 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 


Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 








BARROWS 


Send 
for 
Catalog 





C STERLING 
WHEELBARROW CO. = ‘wisconsin. 


NEW CATALOG OF 


STONE WORKING TOOLS 
and SUPPLIES 


Free on request—send for it today 
TROW & HOLDEN CO. 


Barre, Vermont 








“I Make the best Hammer” 
D. Mavdole, 1843 


The popularity of Maydole Hammers among Carpenters, 
Machinists and Mechanics attests the fact that we've 
maintained the standard set by the founder of this 





business over 8&6 years ago. 





; THE DAVID MAYDOLE HAMMER CO. 
é Norwich New York 





Send 

for STERLING 

Samples Sterling Hack Saw Blades sell. 

and Write for Catalog and Prices. Sold by Jobbers. 
Test Diamond Saw & Stamping Works 
Them Buffalo, N. Y. 











Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax COMPOUND Co. 
Fort Wayne, Ind. 





OAT MAY G7, 1968 


AXES and SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 


East Highgate, Vt. 











Fly Screen Cloth 


Quality created the de- 
mand—the same quality 
keeps up the demand. 


Write for Prices 


Spargo Wire Co., Rome, N. Y. 





Bronze 
and Copper 








Garpenters’ Chalk 


STANDARD CRAYON CO. 


Danvers, Mass. 














Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 














E MARK 


BROWN @© SHARPE 
suelo) Fe 
\Niade Best 


anon & SHARPE Mi 
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process we increase the density of t 


sizes will stand all the strain the best 
wrench can a 


for the wrench. ll sizes in stock 


catalogue and sales proposition. 


The ALLEN MFG. CO. HartForD.°Conn: 


ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a petentes 

e steel 
around the socket-holes, so that even the smaller 


Pp e Allen process makes 
deep, perfectly- iP socket-holes—no chips in 
the bottom. The entire length of the ALL N is 
utilized either for solid meta] at the =: or oe of socket 

to 1% in.; any 
length, point or thread. Also Socket- tead’ Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 














A Good Selling Mortise Lock Set 


Our No. 250-B sells on sight. The 
Glass Knobs are beautifully de- 
signed, ground, polished and silver 
backed, giving a high lustre. Lock 
is strongly made. 

Everything built to last and mod- 
erately priced to insure quick sales. 
Our Patented Dead Bolt Night 
Latch is also a 
rapid seller. 


Send for New 
Catalog No. 7. 


QO0INDEPENDENTIOCKCOMD 


Fitchburg, Mass., U. S. A. 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Seta, Glase 
Knob Sects, Keu Blanks, Auto Switch Keys and Hardware Spectaities 














| American Steel & Wire 


Am. Glidden, Am. Special, 
Ellwood pny os man 
TACKS, Hot Galv'< Nails. 

American, “ar | em 
» Prairie, Banner. eel Gates. 








every purpose. 


Company 
Chicago, New York, Boston 
Denver, Birminghem, Dallas 
U. 8. Steel Products Co. 
Ban Francisco, Los Angeles, 


Portland, Seattle 
Quick Delivery. Write us for selling plans. 
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To provide adequate storage 
shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS, 


i 








pp BRUSI- NU COMPANY , 


/ BALTIMORE MARYLAND ‘| 








GREEN’S 
Stock Boxes 


A NEW IMPROVED 
Box 
At Low Cost. Has All the 


Advantages of the More 
Expensive Fixtures. 


Made in an Assortment 
of Sizes to Fit Every 
Hardware Need. 





Write for NEW Illustrated Price List 


THE GREEN CO., 250 W. 57 St., N. Y. 

















Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 



























INVISIBLE ¥ HINGES 
po a So 
Sweet's Catalogue (pages 1678-9) 
Soss Mine bergen Be ee me 
: 776 Bergen St 
= BROOKL 





The Most Beautiful Shelf Stock 


You’ve Ever Seen! 


cae + agg protected. Instantly 
accessible. Every sheet fresh, flat, 
clean. Neatpak Boxes (patent ap- 
plied for) strong, durable, different, 
superior. Interesting discounts. 
UNITED STATES 
SAND PAPER CO. 
Williamsport, Pa. 


New York SanFrancisco Boston 
Chicago Philadelphia Detroit 
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BUSINESS OPPORTUNITIES 





_ BUSINESS OPPORTUN TIES — 
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| City of 140,000 Wants Complete 


sporting goods, radio, year round toy and 
exclusive dishes and glassware departments. 
A hardware store of long standing, in active 
business in the eastern states, has available 
in its store building, 15,000 square feet, with 
window display space, for above purpose. 
For terms and conditions, address Box 


0 H-304, care of Hardware Age, New York. 














—— 
M. M. GODSCHALK | 
Merchandising Engineering 
Complete Service for Hardware Merchants 
| Systems Installed Samples Mounted 
101 Park Ave., Room 1403, New York 
Telephone Caledonia 1374 











-_ 


WANTED—Hardware Manufacturing Business 


LARGE NEW YORK STATE 
MANUFACTURER 


with national sales force will add to its line by | 
Purchasing the Business of a 


SMALL SUCCESSFUL MANUFACTURER 


If you are a small manufacturer of any product for 
Hardware, Auto Accessory, Radio, or Manufacturing 
trade, and are doing reasonably profitable local busi- 
ness with a reliable product that could be marketed 
throughout United States, and would consider selling, 
give your proposition in detail. If it interests us will 
have representative call. Will make fair proposition 
and permit owner to remain identified with business. 


Will also consider new product not yet on market 
if merit is exceptional. Address Box H 320, care of 
| Hardware Age, New York City. 




















A Clean Stock of Hardware 


For sale, good going business, good location. It will be 
worth your time to write me for particulars. Reason for 
selling too many other lines to see to. Address Box H-292, 
care of Hardware Age, New York. 











EA STERN SOUTH DAKOTA Hardware store for sale. Old and 
unable to attend to it. If sold by January 1 will discount. Good territory 
and mostly all cash sales. Address Box H-321, care of Harpware Acez, 
New York. 





FOR SALE—Six fireproof McCaskey Registers, good as new; 
arranged if desired. Price $165.00 f.o.b. Norton. W. B. FORD FU RNT 
TURE COMPANY, Norton, Virginia. 





HELP WANTED 








FOR SALE—Bargain lot of household Specialties consisting of 1000 
crumb sets, assorted finishes; 500 tooth brush and tumbler holders, white 
enamel finish; 200 white soap flakers, 3 gross gilt match boxes, 2000 large 
match box holders, assorted finishes; 600 white enamel whisk broom 
holders, 3 gross blue enamel recipe cabinets. Also fire shovels, mail 
boxes, etc. These articles are lines that have been discontinued by a 
large manufacturer and some are seconds. Subject to prior sale, so if 
interested write at once to A. D. COWAN, Lock Box 262, Fulton, Hlinois. 





SAL E OR RENT—Modern three. sory store building with up-to-date 
living apartment on second floor, together with the finest outfit of hard- 
ware shelving, cases, racks, office fixtures, etc., all as good as new. Fine 
town for opening of hardware, general merchandise, or five and ten cent 
store. Will sell or rent all at a very great sacrifice. Must be seen to 
be appreciated. Very easy terms. P. O. Box 468, Milford, Delaware. 


FOR SALE—AN OLD ESTABLISHED hardware business in a pros- 
perous Central Ohio farming community, town of 1800. Stock about 
$10.000, and an average business of over $50,000 per year. Three-story 
well equipped building and will sell or lease. If you want to get in a 
good profitable business, do not overlook this one. If interested, can give 
complete details. Address Box H-315, care of Harpware Ace, New York. 


FOR SALE—AN OLD ESTABL ISHED wholesale and retail business 
in a Southern California town of 14,000 population located 20 miles from 
Los Angeles. Stock will inventory about $35,000—can easily be reduced 
if desired. If interested address Box H-306, care of Harpware AGg, 


New York. 




















WILL BUY OR MANAGE worthwhile anion store or agency in the 
New York Metropolitan District. Have recently sold my interest in a 
large store after 15 years of active and successful participation as execu- 
tive partner. Can finance $100,000 proposition. State your proposition. 
Address Box H-230, care of Harpware Acre, New York. 


FOR SALE—GOOD HARDWARE, FURNITURE and sporting goods 








business making nearly four turnovers and located in a fast growing town 
3 the lower west coast of Florida. Address CARL HOLMER. Box 256, 
iami. la 





FOR SALE—AN OLD ESTABLISHED Hardware Business in the 
beautiful Mohawk Valley of Central New York. Good going business, 
good location, clean. well-assorted stock. Worth investigating. Address 
Box H-309, care of Harpware Ace, New York. 


A MANUFACTURER WISHES TO CONNFCT with one or two other 
manufacturers to establish New York office and warehouse on cooperative 
basis. Will sublet space in established office. Address Box H-307, care of 
Harpware Acz, New York. 








FOR SALE—Hardware store: good location, growing section in Brook- 
Ivn. Selling price $14.500 cash; balance on reasonable terms. Address 








TIRE MANUFACTURER producing oye product, national distri- 
bution and good reputation, desires general salesman for New York and 
New England to visit large dealers. Should have had experience as gen. 
eral salesman in hardware or allied lines. Tire experience unnecessary. 
Only very high-grade man need apply. Address Box H-317, care of 
Harpware Ace, New York. 





SALESMAN—Builders’ hardware manufacturer, maker of locks and 
finishing hardware, has opening for experienced contract salesman to call 
on architects and builders in Greater New York. Address, stating age. 
one = experience and salary, etc., Box 216, Room 200, Times Building. 





SALESMEN—PROGRESSIVE NEW YORK JOBBER requires a 
capable hardware salesman for Central or Southern New Jersey. Must 
be experienced in the line, possess initiative, gocd character and person- 
ality. Write fully, giving references. Address Box H-297, care of 
Harpware Ace, New York. 





SALESMAN WANTED—To call on hardware and general trade selling 
Green Sweeping Compound, which_is used by most business institutions 
for the sweeping of their floors. Territories in East only. Liberal com- 
mission. Address NATIONAL SAWDUST CO., 69 North 6th St., 
Brooklyn, we 





SALESMEN (3) EXPERIENCED IN SELLING Steel Products to 
Contractors, Jobbers, Hardware Stores, Iron Works and Sheet Metal Shops 
in Metropolitan District. Give experience, age, salary in first letter. Ad- 
dress J. K. LARKIN & COMPANY, 253 Broadway, New York Citv. 


WANTED—SALES MANAGER, by prominent manufacturer of 
stamped and enameled ware. Replies confidential. Address Box H-318, 
care of Harpware Ace, New York. 








POSITIONS WANTED 


RETAIL HARDWARE SALESMAN wishes to connect with a retail or 
wholesale house that offers opportunities for advancement. Located in the 
South or the Southwest. Twelve years’ experience in the retail hardware 
and stove business. Thirty years of age. Can furnish best of references. 
Address Box H-325, care of Harpware AGe, New York. 


MAN WITH TWENTY YEARS’ EXPERIENCE in selling and 
merchandising wants connection with manufacturer of hardware or elec- 
trical lines looking for salesman to sell jobbing trade on Pacific Coast: 
salary or drawing account and commission. Address Box H-295, care of 
Harpware Ace, New York. 














WANTED—Position as salesman for reliable hardware manufacturing or 
jobbing house covering New Jersey, Fastern Pennsylvania or adjacent 
territory. Married man. A-1 references. State proposition fully. Ad- 





Rox H-324, care of Harpware Act, New York. 





dress Box H-314, care of Harpware Acre, New York. 
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POSITIONS WANTED 








Sales Manager with 20 Years 


Successful record with two nationally known Hardware Job- 
bers as salesman and sales manager. Desires position as 
sales manager with like concern, one that is permanent and 
where there is a real opportunity to grow. Experienced to 
direct the efforts of others and produce results. Age 40, 
married, now employed. Can give references by men na- 
tionally recognized in the Hardware Trade, as to ability, 
character, personality, habits and integrity. In position to 
make substantial investment and prefers to do so. An inter- 
view will convince you, if you are looking for a man to 
revive your business and sales organization. Correspondence 
and interviews confidential. Address Box H-291, care of 


Hardware Age, New York. ! 








SALES REPRESENTATIVES WANTED 











a 


DISTRIBUTORS WANTED 


All Territories 
TIME AND LABOR SAVING MECHANICAL DEVICES 
An unusual opportunity to act as Exclusive Distributor for a line of 
time and labor saving devices for the Woodworkers Industry, 
Window Shade Trade and Manufacturing Trade. Exceptional large 
selling fleld on these devices. Kepeat orders are assured. Liberal 
national advertising and mail campaign to assist you in fully de- 
veloping an established line. 

REQUIREMENTS 
Selling and executive ability, exceptional business and character 
references. A small investment is necessary for spot deliveries to 
the trade. 


H. A. Markwell Manufacturing Co., Inc. 


Franchise Contract Department 


99 HUDSON STREET, N. Y. ) 














— weet 


SOUTH AMERICAN TRAVELER desires represent manufacturer in 
Latin-America; traveled five years West Indies, Central and South America. 
Have good connections in these countries. Prefer connection with firm 
who desires to develop their foreign trade. Good references. Traveling 
expenses with a moderate salary or commission. Address Box H-327, care 
of Harpware Ace, New York. 











MAN, 30 YEARS OF AGE, married, desires position as manager or 
buyer for reputable store handling good line mechanics’ tools, shelf hard- 
ware and builders’ hardware. Good hardware experience and executive 
ability. A-1 references. State salary. Address Box H-313, care of 
Harpware Ace, New York. 





CUTLERY MAN—ALL ’ROUND, THOROUGHLY experienced. Table 
and Butcher Knives, Pocket Cutlery, Shears, Scissors, Razors, etc., as 
buyer, manager, salesman. Wholesale preferred, or retail. Able to do 
practical work. Address Box H-301, care of Harpware Acz, New York. 





STOVE SALESMAN TRAVELING OHIO AND West Virginia terri- 
tory past ten years selling same line, desires new connection January Ist. 
Good reference; rsonal interview solicited. Address Box H-312, care of 
Harpware Ace, New York. 





CAPABLE all round inside hardware man, either in buying, selling or 
stock. Thirty years’ experience; best of references. Address Box H-323, 
care of HArpWArE AcE, New York. 





SALES ACCOUNTS WANTED 





SALESMEN—EXCELLENT SIDE LINE, NATIONALLY KNOWN 
COAL burning Brooder Stoves, for salesmen covering wholesale and retail 
hardware trade, seedsmen and others handling poultry supplies; big demand. 
Liberal commissions. State your experience, territory covered, etc, with 
name and address. Write MANUFACTURER, 12 Root Building, 
Buffalo, N. Y. 





~~ 


WANTED—SALESMAN CALLING REGULARLY ON MILL AND 
machinery supply dealers and jobbers to sell high grade line of — 
wheels as side line. Attractive proposition, fast turnover. Samples weig 
one pound. GOODRICH GRINDING WHEEL COMPANY, 1500 West 
Madison St., Chicago. 








SALESMEN CALLING ON JOBBING AND retail trade to handle new 
design of screen door hinge distinctly different. ‘Commission basis only. 
Product sells at reasonable prices, and would prove a good line for aggres 
sive salesmen. THE MASTER PRODUCTS CO., 6410 Park Ave., S. E.. 
Cleveland, Ohio. 





HARDWARE SALESMAN—PAINT SALESMAN—WE are looking 
for a high type salesman who makes extensive trips calling on high class 
trade to sell an established specialty as a side line. Big repeat orders 
Commission basis. Phone Mr. Obstfeld, Walker 6218, or write MARK 
WELL COMPANY, 99 Hudson St., New York City. 


MANUFACTURERS of Premier Tools, a popular priced line of screw 
drivers, putty and scraper knives, want local representatives calling on 
hardware jobbers, department stores, paint and oil jobbers. In answer 
lease state territory covered, how often and lines now handled. Address 


I 
COMPO.-SITE, INC., 215 Astor St., Newark, N. 











SPECIALTY JOBBERS with travelers covering whole territory looking 
for good line tire chains with exclusive sale for Western Canada: also 
lines of merit, with salable features, of interest to automobile and hard- 
ware dealers. Buy outright on discount terms. Reference3, Dun’s or 
—— GORDON-PLEWS COMPANY, Winnipeg, Manitoba, 
‘anada. 


EXPERIENCED SALESMAN IN KANSAS and Nebraska calling 
on hardware, department, furniture and variety stores desires an additional 
line on commission. Want good merchandise only. Address Box H-316, 
care of Harpware Ace, New York. 








WANTED—-Salesman with twenty years’ experience selling general lines 
of merchandise wants manufacturers’ lines for Virginia and Maryland sell- 
ing jobber and retail trade. Address Box H-322, care of Harpware AcE, 
New York. 











MANUFACTURER of the Roberts Multiple Sprinkler wants sales rep. 
resentatives calling on jobbers, large hardware and housefurnishing stores 
State lines handled, basis of compensation, territory covered. Give com- 
plete references. Address ROBERTS BRASS MFG. CO., Detroit, Mich 





WANTED—SALES REPRESENTATIVE in Philadelphia and nearby 
territory to represent well known manufacturers of deadlocks, latches, 
padlocks and builders’ hardware. State experience and full particulars; 
confidential. Address Box H-319, care of Harpware Ace, New York. 








WANTED—Salesmen calling on retail hardware trade to sell cutlery 
in New York, Pennsylvania, Atlantic Cogst States, South Middle West 
and Far West. Commission. Address Box H-326, care of HARDWARE 
Ace, New York. 








Get an “‘Edge’’ on Sales! 


Dealers are doing it with the 
“Sharpit.” It puts a keen ze on any- 
thing—knives, scissors, sickles, tools. A 
quick and ready seller—and a profit 
producer 


DAZEY CHURN @ 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 








Dazey 








ELEVATORS | 
DUMBWAITERS 


Write for Our Catalog 
ENERGY ELEVATOR CO. 
211 New Street. Philadelphia 














“Opportunity Knocks But Once”’ 


Keep your eyes on the Business Oppor- 
tunities Section of Hardware Age if you 
are looking for a good hardware business. 
You can also use this Section with suc- 
cess to dispose of a business. 

The cost is nominal. 








American Can Company 


NEW YORK CHICAGO SAN FRAN cisco 









Litho hed 
Cans for all Frans yore 
purposes. and signs 
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INDEX TO ADVERTISERS 





THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. 
No allowance will be made for errors or failure to insert. 


Every care will be taken to index correetly. 
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That’s all you do to sell a set of 
Hodell custom-made tire chains 


Every sale of Hodell custom-made tire 
chains is made in a few minutes. No 
hunting for the right size—no searching 
for makeshift tools. All the stock and 
all the tools are always right at hand. 


All three requirements of modern re- 
tail selling are realized in the Hodell 


Tire Chain Sales & Service Station— 
small stocks —rapid turn-over — quick 
service. Everything needed to sell tire 


chains is within arm’s reach—stock, tools 
and display—and all within 9 square feet 
of floor space. 


This means that the tire chain business 
has been “boiled down” to fit the dealer’s 
store. Instead of a heavy investment in 
a huge stock of tire chains in bags, the 
dealer using Hodell service station stock 
requires only six cartons of ladder length 
tire chains. From these six standard 
widths he can sell tire chains to fit every 
tire that is made. 


The newly designed cutting tool also 
opens and closes connecting hooks. And 
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Established 1886 


an inexperienced person can make a per- 
fect riveting job with the rivet set pro- 
vided. With these two tools and the new 
one-piece fastener, and the chart which 
shows exactly the length of stock to cut 
to fit any size tire, the dealer can make a 
better profit than ever before was pos- 
sible—and every set of tire chains he sells 
will fit the tires accurately. 


Hodell ladder length tire chain stock 
cannot become obsolete. Each width fits 
more than one size tire. There is no loss 
from left-overs—remnants are simply at- 
tached to ends of new stock. No sales 
are lost—the dealer is never “out” of any 
size tire chain wanted. 


This then is-the end of the “grief” in 
tire chain selling. The Hodell Tire 
Chain Sales & Service Station, fully 
stocked and completely equipped, sells 
for less than half the cost of a well- 
assorted stock of tire chains in bags. Put 
it to work—watch it earn profits—let it 
sell tire chains for you. Write or wire 
your jobber to reserve one for you now. 
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OOSTER’S New Lines Y 
—Low Prices—Quick 
Deliveries, plus the old estab- 
| lished, nationally advertised 

features, such as Shasta and 
Foss-Set, give you a propo- 
sition on paint brushes that 
wins. Brushing lacquers 
and more painting gener- 
ally, are making paint 
brushes a bigger item every 
day. And Wooster Brushes 
L always were a profit line. J 








































Get the Wooster proposition from 


ie) your jobber, it’s worth knowing 

ets 
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WOOSTER BRUSHES 


FOR PAINTING—VARNISHING — ENAMELING— ee —KALSOMINING 











